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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year Ending Dee. 31,1916 | Year Ending Des 31.1921 | | INGREASE 
Interest Income..| $ 620,562.65 | $ 991,613.43 $ 371,050.78 
Premium Income. 2,419,486.91 | 3,818,060.43 1,398,573.52 
Admitted Assets. . 12,946, 337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589.82 136,485 ,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE CoO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 














‘Cooperation Headquarters”’ 


Home Office Building of the Peoria Life. Owned 
by the Company, without lien or encumbrance of 
any kind. Built from its current receipts, without 
disturbing the farm mortgage investments which 
have earned the Peoria Life its reputation for: 


“Policies Strong as Farm 
Mortgages Can MakeThem!” 











Good 
Contracts 
to Clean, 
Live 
Agents 








Plenty of Room to Grow 


The Peoria Life has attracted attention by 
its rapid growth and substantial accomplish- 
ments. As a matter of fact, the progress 
to date of the Peoria Life represents 
nothing more than a good start. 


Beginning in its home state of Illinois, the 
company has extended its operations until 
today it is doing business in nine states. 
Definitely organized plans contemplate 
further expansion of its territory as rapidly 
as conditions warrant. 


Highly attractive positions are constantly 
open, as a result of this policy of expan- 
sion of territory, and development of 
present fields in which the Company is 
already active. It is a fundamental princi- 
ple of the Peoria Life to give preference 
to its own agents in selecting men for 
these positions. 


The State and District Managers of the 
Peoria Life, practically without exception, 
are men who have risen to their present 

ositions from the agency rank and fie. 
With plenty of room to grow, and with 
the Company's broad program of expan- 
sion, every Peoria Life agent enjoys the 
assurance that his advancement is limited 
only by his own ambition. 


Peoria Life Insurance Company 


Peoria, Illinois 
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COMMISSIONERS PASS 
ON MANY VITAL ISSUES 





Active Session of National Conven- 
tion Held in New York 
This Week 


O. K. QUALIFICATION BILJ 


Model Bill Accepted and Much Addi- 
tional Valuable Legislation Rec- 
ommended to Individual States 


By C. M. CARTWRIGHT 
NEW YORK, Dec. 6.—At the mid- 
the Insurance Commis- 


vear session oT 





PLATT 


WHITMAN, Wisconsin 
President of Insurance Commissioners 


sioners Convention he!d here this week, 
the model agency qualification bill was 
adopted and it will be used by the vari- 
ous commissioners with such modifica- 
tions as seem desirable as the basis for 
legislation in the different states. It is 
largely the child of Commissioner Don- 
aldson of Pennsylvania, who has gone 
further than any other official in regu- 
lating licenses. He said the bill can be 
used in whole or part. If a commis- 
sioner desires regional examining boards 
he can appoint them and they naturally 
will work under his supervision. Mr. 
Donaldson said the teeth in the adopted 
measure are found in the power to con- 
duct an examination of applicants. Mr. 
Donaldson said the plan adopted in his 
state is working admirably. 


Transact Much Business 
The recommendation of the laws and 


legislation committee that the time for 
filing annua! statements of all classes of 


companies be fixed at March 1 was 
adopted 
The laws committee recommended 


legislation that would prohibit the con- 





TEN RINGS IN 


ATTRACTIONS AT NEW YORK 





Life Presidents’ Sessions Draw Many 
Organizations to the Big Town 
This Week 


NEW YORK, Dec. 6.—The Associa- 
tion of Life Insurance Presidents inau- 
curated the first week in December as 
insurance week in this city. There is a 
ten ring performance all the time. The 
winter meeting of the Insurance Com- 
cissioners Convention is the other major 
attraction, but there are a multitude of 
smaller groups meeting. The Associa- 


tion of Life Insurance Counsel meet 
here this week with J]. L. Wakefield of 
the John Hancock presiding. L. L. 


ACTION | 


Bamberger of the Northern States Life | 


of Hammond, Ind., read a paper on real 
estate titles. W.H. Eckert of the Peo- 
ple’s Life of Chicago spoke on jury 
tials. R. B. Alberson of the Bankers 
Life of Iowa had a valuable paper on 
the total and permanent. disability 
clause. H. W. Reynolds of the Aetna 
Life had a paper on the Revenue Act of 
1921. 

President Lee J. Dougherty and Sec- 
retary T. W. Blackburn of the American 
Life Convention arrived early in the 
week. It will have a meeting of the ex- 
ecutive committee Thursday. The west- 
ern companies are well represented. 
President L. F. Butler of the Travelers 
arrived Tuesday. The Astor Hotel is 
insurance headquarters. It is crowded 
with insurance men. The Metropolitan 
Life gave a dinner to the insurance com- 
missioners Tuesday evening in its build- 
ing. 


stock plan. 

A motion was passed recommending 
legislation governing merger, reinsur- 
ance or consolidation of insurance in- 
stitutions of all kinds, including frater- 
nals, reciprocals and all cooperatives. 
It prohibits the payment of any com- 
pensation to any officer, director or em- 
ploye of any institution involved for 
bringing about or carrying on the deal, 
nor can any promise of employment be 
made unless approved by the insurance 
commissioners. In any deal of this kind 
the amount of compensation paid to an 
intermediary and the name of such must 
be filed with the insurance department. 


Gain and Loss Exhibit 


Superintendent Stoddard of New 
York said that the committee on gain 
and loss exhibit had endeavored to get 
the views of all life companies and the 
two actuarial societies on changes in the 
requirements. The committee reached a 
decision but the life people object very 
seriously to one feature. He said that 
it was best to give a hearing on the 
subiect before a final report is made. 

Col. Stoddard said that the presidents 
of the Metropolitan Life, Prudential and 
Tohn Hancock Mutual had called on 
him reauesting legislation that will 
amend the limits of infantile insurance 
New York, New Jersey, Colorado and 
Nebraska have restrictive laws that seem 
now illogical. President Fiske of the 
Metropolitan in a letter said the limits 


(CONTINUED ON PAGE 17) 
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PLAN FOR BIG MEETING 


CHICAGO ASSOCIATION BUSY 
Largest Gathering of Life Underwriters 
Ever Assembled Expected at Next 
Year’s National Convention 


I'he Chicago Association of Life Un- 
derwriters is developing its plans for 
the coming annua! meeting of the Na- 


tional Association, which will be held 
in Chicago next year, President Darby 
\. Day and his working staff have 


been at work on preliminary plans and 
at present they are providing for the 
financial needs of the coming conven- 
tion. All managers and agents are being 
approached and Mr. Day is assured that 
every agent in the city who is in any 
Way interested in association matters 
will contribute at least $5 to the con- 
vention fund. In order properly to 
care for the tremendous attendance 


| which is anticipated a large fund will 


have to be created and each agent is 
now doing his share toward its creation. 
As the association is making all of its 
plans on a basis of an attendance of 
10,000, whatever number appears will be 
amply cared for. 
Expect Largest Ever 

The executive committee of the Chi- 
cago Association is planning to enter- 
tain the largest gathering of producers 
in life insurance history. It believes 
that, as Chicago was never “a piker,” 
this convention will be staged in an un- 
precedented manner and all visiting life 
underwriters will leave the city with the 
proper respect for Chicago and the Chi- 
cago association. The campaign for the 
convention was started at the first fall 
meeting, President Day launching the 
drive by appointing each and every 
member of the association a member of 
the committee at large. He assures the 
association that each one of its 700 
members will eventually land on some 
committee and be put in harness for the 
coming convention, In fact, it is antici- 
pated that the membership wll be 1,000 
before convention time, each of the 
1,000 having some delegated duty in put- 
ting on the program. 

No Halt in Plans 


At present the Chicago association and 
all Chicago life underwriters are neces- 
sarily devoting considerable time to the 
“twisting” turmoil now raging in Chi- 
cago over the injunction recently issued 
against Insurance Superintendent Hous- 
ton and the executive committee of the 
association. However, in spite of this 
trouble the convention plans are not 
being postponed or !essened in any way 


To Select Convention City 
| 


The place of meeting for the annual 
gathering of the American Life Conven- 
tion will be determined at a meeting of 
the executive committee in New York 
today. Des Moines is understood to be 
favored. The medical section of the con- 
vention will hold its meeting at the 
Signal Mountain Inn, Chattanooga 
Tenn., early in March. 


Herbert M. Woollen, president Amer! 


man Central Life of Indianapolis, was 
in Dallas, Texas. last week visiting 
General Agent A. L. Davis 





KINGSLEY URGES ABLE 
DEFENSE OF BUSINESS 


President of New York Life Ad- 
dresses Life Presidents 
Meeting 


TRIBUTE TO WESTERNERS 


Speaks of Their Aid in Developing Bus- 
iness—Asks Aid of All in 
Upholding Institution 


In his address of welcome to the As- 


sociation of Life Insurance Presidents, 





DARWIN P. KINGSLEY 
President New York Life 


in session in New York this week, Dar 
win P. Kingsley, president of the New 
York Life and chairman of the meeting, 
paid special tribute to the western and 
southern companies that have grown t 
notable proportions during recent years 
and have joined with the great eastern 
companies in developing the business of 
life insurance. Mr. Kingsley took as 
his subject, “The Trinity That Makes 
Democracy—Responsibility, Efficiency 
and Integrity.” He compared the trend 
in life insurance administration to that 
of the government, urging greater unity 
in defending the life 

surance from attacks of dema- 
gogues. Mr. Kingsley said, in part 


Trend of 


institution of 


the 


Gevernment 


ral convictior in the Unite 

think to some extent in 
best men reluctantly 
seek public life and 
public office. As both countries are 
democratic, this condition raises the 
question as to what is wrong with our 
democracy Under the federal 
tution our Fathers established a repub 
lic, that is, a representative government 
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and not a pure democracy. We have 
unquestionably been moving away from 
the original idea. We have been think- 
ing a good dea!, perhaps too much, 
about our individual rights, about the 
direct exercise of our individual sove- 
reignty. We have been drifting awa 
from the great principle about which 
the whole structure of our Constitution 
was erected. 

“The elective franchise is not an end, 
but a means to an end, and that end is 
government that is efficient and honest 
as well as responsible. Mere responsi- 
bility is not enough. That again is a 
means to an end. We believe liberty 
can be preserved only under a govern- 
ment responsible in form; but we know 
that liberty can be preserved only if we 
add to responsibility, efficiency and hon- 
esty. Efficiency and honesty cal! for 
trained men and the real problem of 
government is, how to find and enlist 
in governmental service men of that 
type. Having fairly achieved that, the 
question of whether a man as a voter 
has acted directly or indirectly becomes 
negligible. 


Parallel in Life Business 


“The principal anxiety and the burden 
of labor in the great life companies for 
the !ast generation has been, first, how 
to get life insurance to the people; sec- 
ond, how to invest the funds which 
make that life insurance safe. 

“Through the tireless energy of vari- 
ous groups of men most of the compa- 
nies existing 16 years ago have grown 
rapidly and some have grown prodi- 
giously. Two of them have assets ex- 
ceeding $1,000,000,000, and that mark 
ought soon to be passed by others. We 
are now approaching the time when the 
problem first to be considered by men 
who lead in this work will not be so 
much how to get life insurance to the 
people as how to attract into the execu- 
tive branch of these companies men of 
first-class ability through whom alone 
the future of such companies can be as- 
sured. You know the ability of the 
groups of men that have made the 
American and Canadian companies. 
Perhaps these men didn’t originally go 
mto the business fully conscious of its 
great sociological significance. They 
just went in because they were somehow 
attracted by it, they caught its spirit, 
and then they became ‘crusaders.’ That 
day is passing. We have reached the 
time now when forces, not exactly like 
those which are driving men of first- 
class ability out of public life, but forces 
similar in their origin and in their pur- 
pose, threaten to drive first-class men 
out of life insurance also. 

“On the other hand, let us consider 
one or two facts within life insurance it- 
self, In our business some few agents 
may accumulate fortunes of a consider- 
able size, but executives of the right 
kind, never. Facing the need for exec- 
utive material we may well ask our- 
selves, what lure has life insurance that 
should hereafter attract young men pos- 
sessing executive ability of the first 
order? Obviously, not so much as that 
which draws men into law and medicine 
where, in addition to the satisfaction of 
skilled service rendered to the world. 
considerable fortunes are sometimes ac- 
cumulated. If a man would become a 
life insurance executive, head of a com- 
pany, however great, he must undertake 
the work primarily because he would 
serve his fellows. Unless this idea grips 
him and grips him hard, when he 
reaches the age of 30 or 35 and beg:ns 
to emerge as a figure in the world 
banking and industry wil! come to him 
with alluring offers and he will be 
drawn away, and a process of selection 
against our executive average will inev- 
itably follow. 

Legislative Perll 


“Another danver, not within life in- 
surance itself hut all about it. which mav 
emphasize this process of anti-selection 
is this: The ereat and necessary ac- 
cumulations of the l'fe comnanies create 
a real neril. the peril, as the American 
Rar Association so aptly described it 
some years avo, that alwavs surrounds 

(CONTINUED ON PAGE 17) 

















ANALYZES FAVORABLE TREND OF MORTALITY 

















A valuable contribution to the life 
insurance business was made by Dr. 
Augustus S. Knight, medical director 
of the Metropolitan Life, in his paper 
on “Life Waste in 1922—Its Warnings 
and Its Lessons,” presented before the 
annual meeting of the Association of 
Life Insurance Presidents in New York 
this week. The favorable trend of mor- 
tality was explained, as shown in the 
subjoined table, and suggestions were 
presented for future activity and serv- 
ice, Dr. Knight especially urging the 
cooperation of the companies with re- 
jected and accepted applicants alike and 
stressing the value of publication of 
Statistics compiled by the companies. 
He said in part: 


Total Shows No Change 


“Nineteen twenty-two has been an- 
other remarkable year in public hva!th 
history. The figures for the first 10 
months show a death rate just about as 
good as the unsurpassed record of 1921. 
Forty-four ordinary companies which, 
together, carried over 83 percent of 
the total ordinary business in the United 
States and Canada have had a mortality 
rate in 1922 of 6.4 deaths per 1,000 lives 
as compared with 6.5 last year. In 
other words, the mortality rate this year 
in the ordinary field is a little more than 
1 percent better than last year. The 
records of the five industrial companies 
reporting, which comprise 53 percent of 
the total industrial business show a 
death rate this year of 9.6 per 1,000 as 
compared with 9.4 last year, which is 
a little more than one percent higher 
than the record of 1921. If we combine 
the ordinary and industrial business, the 
rate for this year is almost identical 
with that for last year, the figures be- 
ing 8.32 for 1922 as compared with 8.28 
in 1921 or less than one-half of one 
percent in excess this year. The re- 
markable decline in mortality which 
began after the influenza epidemic in 
1918 and in the early part of 1919, and 
which means so much for the insur- 
ance business as well as for the public 
welfare, apparently continues. It is 
not a temporary benefit which we en- 
joy in the record experience of the last 
few years. The gains which have been 
accomplished are substantial and ap- 
narently permanent and that is because 
hey have been accomplished by changes 





n fundamental conditions. 


“A severe recurrence of influenza and 
pneumonia in epidemic form, affected 
the United States and Canada during 
the months of January and February. 
The mortality of the first quarter of 
this year was over 5 percent higher 
than for the first quarter of 1921. ° It 
was in spite of that handicap that the 
favorable record of these first 10 months 
has been accomplished. Obviously, the 
splendid record of this year was 
achieved because of reductions and im- 
provements in the death rate from con- 
ditions other than acute respiratory dis- 
eases. The amazing thing is that the 
mortality in the current year has been, 
for the past six consecutive months 
lower than for the corresponding 
months of last year, and were it not for 
the influenza outbreak at the beginning 
of the year, we would probably be read- 
ing a record much more favorable than 
the one we actually present and lower 
than for 1921, although that was the 
best previous year in recorded health 
history. 

Great Improvement Shown 


“The gains are distinctly associated 
with an improvement in the tubercu- 
losis death rate. That disease is rap- 
idly giving way to the onslaughts of 
public health work and of enlightened 
social policy as well as philanthropy. 
In 1922 the rate has been 5 percent 
lower than in 1921. This means that 
2,600 less deaths from tuberculosis will 
occur this year among the 53,000,000 of 
policyholders in the United States and 
Canada. If similar conditions have oc- 
curred in the general population of the 
United States and Canada, there are 
likely to be at least 5.500 fewer deaths 
from tuberculosis this vear than last. 
In like manner, the death rate has im- 
proved very materially for typhoid fever. 
where there has been a drop of 20 
percent in this one year, or a saving of 
nearly 700 lives among policyholders of 
all the American companies or probably 
1,500 in the population of the two coun- 
tries. There have been very material 
declines also in the mortality of children 
from the contagious diseases with the 
single exception of measles. There was 
an improvement also in the death rate 
for mothers from the conditions related 
to maternity. Suicides and homicides 
show lower rates this vear than last. 

“The automobile accident death rate 








Comparison of Causes of Death for First Ten Months of 1921 and 1922, Ordinary 


Business of Forty-five Life Insurance 


of Five Life Insurance Companie. 


Companies and Industrial Business 
Number of Deaths and Death 


Rates per 100,000 Exposed. 


First 10 Months 1921 





No. of 

Causes of Death Deaths 
Bs RE DUE cacckvessues 1.534 
iy, mI be aig aa ns kde 1,880 
3. Tuberculosis (all forms).. 22.°53 
Ca canecbecanededeeeee 16,588 
5. Cerebral hemorrhage...... 13.784 
6. Organic disease of heart.. 25,997 
7. Pneumonia (all forms).... 14 681 
8. Other respiratory disease. . 3286 
9. Bright's disease .......... 15.299 
10. Puerneral state 3,233 
11. Suicides ....... 3014 
Ba) I re Sa 1,521 
13. Automobile accidents and 

EN sleeaipwieiesb:0-6-0 uc 2.993 
14. Other external causes..... 10,520 
15. All other causes excluding 

children’s disease on In- 

dustrial business ....... 50,619 
16. Sub-total—(lines 1 to 15). 188,812 

CHILDREN'S DISEASES* 

et ee Ee 552 
Se ED SE «oc cceavucees 1,031 
19. Whoonine cough ......... &79 
a... eee 3.231 
21 Meningitis (all forms).... aan 
*2. Diarrhoea and enteritis... 2.979 
23. Sub-total — Children’s dis- 

reer rr 9.412 


°4. Grand Total—All Causes... 192 994 
Years of life exposed to risk**. 23,938,887 


*For Tndnstrial Comnanies only. 
Industrial exnosure to risk. 


**For computine death rates in lines 1 to 15, and 


and Industrial business. 


Death 














Per- 
centage 
First 10 Months 1922 1922 of 

Death Death 1921 
Rate per No. of Rate per Death 
100,000 Deaths 100.000 Rate 
6.4 1,267 5.1 79.69 
7.9 4.991 20.2 255.70 
99.6 23.414 94.7 95.08 
64.3 17,293 69.6 100.43 
57.6 14.222 57.9 100.52 
108.6 28,721 116.2 107 00 
61.3 17,368 70.3 114.68 
14.1 2874 11.6 82.27 
63.9 16,195 65.5 10254 
13.5 3.116 12.6 93 33 
12.6 3,002 12.1 96.03 
6.4 1,409 5.7 89.06 
12.2 3.144 12.7 104.10 
43.9 10,209 41.3 94.08 
211.5 51,039 206.5 97.64 
788.7 198,274 802.0 101.69 
3.8 666 4.4 115.79 
7.0 674 4.5 64.99 
4.6 419 2.8 60.87 
22.0 2.452 16.3 74.99 
a4 ery 58 Qn #2 
20.3 2,264 15.1 74.38 
64.2 7.246 48.9 Th17 
828.0 One FON 831.7 109.45 


24,721,686 
rates in lines 17 to 23 based upon 


24, combined Ordinary 





for both industrial and ordinary busi- 
ness combined shows a slight increase 
over the figure recorded for the year 
1921 (4 percent). On industrial busi- 
ness, however, the death rate for this 
cause has increased 7 percent in 1922! 
Among ordinary policyholders there was 
no change, indicating that for those 
who ride in machines the hazard condi- 
tions are no worse; but the increase of 
7 percent for industrial policyholders is 
in really significant fact. It means that 
the risk of death from the automobile 
has increased decidedly this year for 
persons who use the streets, and this 
applies particularly to children whose 
deaths figure so prominently in the mor- 
tality record for this cause. Fully one- 
third of the automobile fatalities occur 
among children under 15 and these are 
insured for the most part in industrial 
companies. 

“Influenza and pneumonia as we said, 
became an important cause of death 
again during the first few months of 
the year, although it looked last year 
as though we were through with influ- 
enza, for a while at least. The pneu- 
monia death rate rose 15 percent. 

“Probably more important than the 
increased mortality from influenza and 
pneumonia, is the rise of mortality for 
a group of diseases which are broadly 
designated as ‘degenerative diseases.’ 
Heart disease mortality is actually 7 
percent higher this year than last, and 
this applies equally to ordinary as well 
as to the industrial companies. The 
bright’s disease death rate increased 3 
percent for both ordinary and indus- 
trial business. It is true, however, that 
these increases were almost entirely 
limited to the first six months of the 
year, possibly connected in some man- 
ner with the influenza outbreak of the 
first few months. The mortality ex- 
perience of the summer and fall of this 
year has been so extraordinarily good, 
however, as to offset in a measure the 
higher death rates prevailing in the early 
part of the year. 

One Source of Waste 


“What then is the record of public 
health progress in 1922 and what is its 
promise for the future? We are ob- 
viously making splendid gains year by 
year in those conditions which are 
looked upon as controllable or prevent- 
able. These are the infectious diseases 
of children and tuberculosis and typhoid 
fever and a few others of lesser nu- 
merical importance. We are not doing 
so well with reference to diseases and 
conditions which reflect personal hy- 
giene and the general care and use of 
the human body by the individual him- 
self. The death rate for these condi- 
tions which show wornout mechanisms 
are giving us but little encouragement 
under present conditions. We are mak- 
ing little headway in spite of more and 
more public interest in the subject. 
These death represent heavy losses to 
the public and to the insurance com- 
panies, because they take many people 
still in the prime of life and at the 
height of their usefulness. The pre- 
vention of these deaths represents the 
real problem of the public health move- 
ment of the present time and of the 
immediate future. They are the chief 
sources of the life waste in 1922. 

“There is first of all heart disease 
which has, in recent years, become the 
most important of the causes of death. 
We estimate that this year there will be 
in Continental United States and in 
Canada in round number about 180,000 
deaths from this condition. Among the 
insured we may count on approximately 
57,000 such deaths this year. It is al- 
together a mistake to suppose that these 
fatalities are limited to old people. In 
fact, among the insured about 5 percent 
of these deaths are among children un- 
der 15 years of age and fully 30 percent 
of them involve persons under 50 years 
of age. 

One Line of Service 

“The insurance medical examination 
puts into our hands an opportunity for 
health service which we have not de- 
veloped at all. Every year the records 

(CONTINUED ON PAGE 16) 
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FARMERS “COME BACK”’ 
AS INSURANCE BUYERS 


Nebraska Life Insurance Men Re- 
port Conditions in That State 
Much Improved 


BUYING POWER GREATER 


Rural Districts in Much Better Shape— 
Severe Criticisms Directed Toward 
Country Bankers 


-INCOLN, NEB., Dec. 5.—Nebraska 
life insurance men report a distinct im- 
provement in business in the !ast few 
months. The farmers of the state, who 
are generally good buyers of policies 
but who, through the low prices and 
other depressing financial factors have 


been out of the market for a year or 
two, are coming back into it. 

The improvement would be even more 

marked, say some of the general agents, 
if the car shortage were not pinching 
many of the producers. Corn prices 
especially are much better than normal 
and north Nebraska has a larger crop 
of it than usual, but the slow movement 
to market is making business a little 
slower than otherwise. 


Rap Country Bankers 


Most of the agents are bitter in their 
comment on the action of a number of 
country bankers. They have two in- 
dictments agains them; one is that they 
have been advising the dropping of poli- 
cies they have written in the past in the 
hope of making a good commission on 
a new one the farmer is sure to want 
when he gets on his financial feet. The 
other is that they have been asking 
policvholders to bring their policies in 
so that the bank may find out how 
much money the owner may borrow. 
Then he has the man send in his policy, 
borrow the limit and then loan it to 
him at a slight advance in interest. The 
banker then loans it at a much higher 
rate. 

Charles M. Keefer, state agent of the 
Kansas Life, says that each month since 

summertime has seen a better showing, 
that the prospects for future business 
are fine, and he looks for a continued 
improvement. The farmer is gettin 
his debts paid up and is getting ready 
to buy liberally. Most of Mr. Keefer’s 
sales are to farmers. As illustrating 
the trend of business a farmer friend 
came in the other day to tell him that 
he would soon be out of the clutches of 
the banker, and would be ready to buy 
some insurance. Mr. Keefer says many 
country bankers have been doing a lot 
of twisting lately. 

Increase in Buying Power 


John G. Maher, president of the Old 
Line of Lincoln, reports a steady in- 
crease in the buying power of Nebras- 
kans, business men as well as farmers. 
and that his company’s books show each 
month getting better. While there are 
still lapses due to the fact that agricul- 
ture, the underlying basis of prosperity 
in the state. has not fully recovered and 
this condition is reflected in general bus- 
iness, the ratio is rapidly dropping 
towards normal. The company, he ex- 
pects, will end the year with a substan- 
tia! net increase of business in force. 

T. R. Mover of the Northwestern Mu- 
tual says that the company’s records 
show a satisfactory increase in business. 
Most of the agents finished their vaca- 
tions in September, and have vot back 
to a fair producing capacity. While the 
new hnsiness is not as large as had been 
honed for. the financial conditions in the 
state, where the farmer’s situation is the 
index of business, it as much as could 
be expected. and is increasing in vol- 

(CONTINUED ON PAGE 22) 





CHICAGO CASE PENDING 





IS NOW UNDER ADVISEMENT 





Hearing Monday Before Judge Rush— 
Aetna Joins in Seeking Dissolu- 
tion of Injunction 





The Chicago injunction suit, brought 
against the superintendent of insurance 
ot Illinois and the officers of the Chi- 
cago Association of Life Underwriters 
by a group of adjusters, is now taken 
under advisement of the court and a 
decision is expected during the coming 
tew days. The hearing on the motion 
to dissolve the injunction was held Mon- 
day, arguments of both complainants 
and defendants being heard throughow 
the day before Judge Rush of the cir- 
cuit court of Cook county. His deci- 
sion is expected next Monday, though 
it may be handed down prior to that 
time. A strong defense was made by 
Superintendent Thomas J. Houston of 
the Illinois department and the other 
defendants, their case being further 
strengthened by the appearance of the 
Aetna Life, whose attorney likewise 
sought dissolution of the injunction. 
This latter move was somewhat of a 
surprise and adds to the defense. 


Superintendent Houston's Stand 


The case is now very largely a fight 
between the superintendent of insurance 
and the adjusters. Mr. Houston has 
taken a very positive stand in the mat- 
ter of adjusting or “twisting” policies 
and has been pushing a strenuous cam- 
paign to eliminate such practice from 
the state. The present suit jointly 
named the officers of the Chicago Asso- 
ciation of Life Underwriters, so that 
they are vitally interested and the case 
is an association matter and is being 
watched throughout the country as such, 
but the greatest fight is between the 
superintendent and the adjusters. The 
complainants are attempting to prove 
that the superintendent is _ without 
authority in his licensing of agents and 
the revocation of licenses. This is de- 
fended and the superintendent, who is 
represented by the attorney-general’s 
office, is expecting to obtain definite 
court decision on this matter, which will 
establish the superintendent for al! 
future work. 

No Grounds for Injunction 


The combined defense has sought to 
show Judge Rush that there is no basis 


for the injunction. Counsel for Mr. 
Houston said that regardless of the 
authority of the superintendent, there 


were no grounds for such legal action. 
If the superintendent had authority to 
do as indicated, this authority could not 
oe restricted by injunction, and if he 
had not the authority, there was no 
need for the injunction, as it was in- 
operative. The association officers 
claimed that they had in no way inter- 
fered with anyone’s business and thus 
there was no basis for an injunction 
and their arguments are expected to be 
recognized by the court. The action 
which will follow the decision of Judge 
Rush is not known. If the injunction 
is dissolved, future proceedings are en- 
tirely with the complainants, who have 
intimated that they will press the case to 
the finish, Action is very tikely to fol- 
low as a dissolution of the injunction 
would leave the group of adjusters in a 
precarious position. Should the iniunc- 
tion be upheld and continued, it is likely 
that an appeal will be made to a higher 
court or a rehearing sought in the case 
in the present court. 
Aetna Joins Defense 


The Aetna Life sprang somewhat of 
a surprise in the Monday hearing, its 
counsel appearing to join in the plea for 
dissolution of the injunction. It was 
said that the injunction was harmful to 
the transaction of business and detri- 
mental to the best underwriting prac- 





tice. The cases of the Bundscho death 


STATE GETS ANOTHER 


MUTUAL OF IOWA REINSURED 


Des Moines Company Adds $1,800,000 
to Business in Force and $3,000,000 
to Assets by Deal 


DES MOINES, IA., Dec. 5. — The 
State Life of Iowa has effected a rein- 
surance of the business of the Mutual 
Life of Red Oak, lowa, and will move 
the offices of the latter to Des Moines. 
The merger adds $1,800,000 in business 
to the business of the State and in 
creases its assets from $2,100,000 to 
$2,400,000. The agreement to reinsure 
the business of the Red Oak company 
was of Dec. President A. C, Tucker 
announced. It is announced that some 
of the office force of the Mutual will be 
removed from Red Oak to Des Moines 
and added to the force of the State. 

The State has been making important 
consolidations the past year. On March 
1, it took over the Union Life of Ne- 
braska, and on June 1, the Occidental 
of Kansas. The State now has more 
than 15,000 policyholders and has insur- 
ance of $30,000,000. It is not an old 
company compared to some of those in 
Des Moines but is growing rapidly and 
in October, “President’s Month,” its 
own agency force sold $1,416,275 insur- 
ance. Over half of this business was 
produced in Iowa. The addition of the 
Red Oak company, which has been ap- 
proved by Commissioner Savage, added 
1,100 policyholders, practically all of 
whom are residents of Iowa. 

December will be known as “D. H 
McKee Month.” Mr. McKee is a direc- 
tor and chairman of the finance com 
mittee, and the agents have promised 
$1,500,000 for December. 

The company is now licensed and do- 
ing business in Iowa, Minnesota, Kan 
sas, Nebraska, South Dakota, Utah, 
Wyoming, Colorado and Montana 





and the Ford death, two applicants who 
died while policies were delayed, pend 
ing the decision of the original trouble, 
were cited, as examples of what might 
develop, should the injunction become 
permanent. It would destroy the pres- 
ent ability of the company to accept or 
reject risks according to its established 
rules of underwriting and necessitate 
the company’s accepting business where 
it otherwise might be rejected Thus 
the counsel asked that the writ be dis 
solved. 

The case arose only a month ago and 
has been rapidly pushed through the 
courts. It is being watched through 
out the country, as it is the first great 
ficht in the open with the adjusters. The 
fight was precipitated by Mr. Houston, 
the adjusters answering with an injunc- 


tion against Mr. Houston, President 
Day and the entire executive commit- 
tee of the Chicago association, and the 
representatives of the Aetna Life and 


Columbian National Life. This is now 
being fought out in the court, the de- 
cision on the first hearing being ex- 
pected this week. 


Oklahoma War Clause Ruling 


The Oklahoma supreme court has ren- 
dered a decision adverse to the war 
clause in a suit brought against the IIli- 
nois Bankers Life by beneficiaries of N. 
A. Jackson, The clause in question in 
the policy read: “If the insured en- 
gages in military or naval service this 
policy is void and the liability of the 
association shall be limited to the 
amount paid by the insured hereon.” 
While serving in the navy Jackson died 
from influenza. It was admitted that 
military service was not the cause of his 
sickness and death and that the disease 
was not contracted by reason of military 
service. On that account the court held 
the company liable for the face of the 
policy. 


SALES CONDITIONS IN 
OCTOBER ANALYZED 


Life 
Bureau Gives Review of Busi- 


Insurance Sales Research 


ness for Month 


REPORT GENERAL GAINS 


Only Eight States Behind Record for 
Same Month Last Year—Pacific 
Coast Still in Lead 


PITTSBURGH, PA. Dec. 5.—An 
analysis of sales conditions in the United 
and October and for 
prepared by Frederick 
assistant director, has just been 
Life Insurance Sales Re- 
search Bureau of Carnegie Institute. It 
is based on the paid-for business of 
more than 40 companies, 


States Canada in 
the year to date, 
Hanse n, 


issued by the 


The volume of new business for Octo. 
ber shows the greatest percentage gain 
month this exceeding the 
October, 1921, by 25 percent. 
rhe upward trend of life insurance sales 
pronounced during 
and has resulted in bringing the 
first ten months of 1922 
beyond the corresponding per- 


of any year, 


sales for 
has be come 
the fall, 
tota!s for the 


percent 
} 


more 





1iod of last year, 
Only Eight States Behind 
Thirty states enjoyed an October 


business which surpassed last October's 
volume by more than 15 percent. Eleven 
other states had sales which equalled 
that business or exceeded it from 1 to 
15 percent. Only eight states failed to 
reach the mark set by sales in October, 
1921, Wyoming was the only one of 
these eight to fall behind more than 10 
percent. 

Prosperity was widely distributed dur- 
ing this month. While Arizona, North 
Carolina and South Dakota have the 
lighest index figures for October, yet a 
relatively small volume is represented 
by those states, and greater sicnificance 
attaches to the splendid gains registered 
by Massachusetts, by the central states 
and by Washington and California. 


Trend by Districts 


Classified by districts, the best Octo- 
ber business, compared with October of 
last year, was made by the Pacific terri- 
tory with a gain of 30 percent. Im 
proved sales conditions are most solidly 
represented in the industrial sections of 
the country. New England, the middle 
Atlantic and the central states reveal 
consistent gains, with index fieures of 
129, 128 and 127, respectively. The prog- 


ress of these territories has become so 
steady that comment becomes superflu- 
ous As a district, the southwestern 


territory with an index of 106, ranks low- 
est, but this slowness is due to an un- 
favorable month in Texas. The south- 
ern district made an increase of 19 per- 
cent, the west central 17 percent, and 
the western district 11. 

Figures for Year to Date 


For the first ten months of 1922 all 
territories except the regions west of the 
Mississippi extending to the coastal 
states have surnassed the bus‘ness of 
the corresponding period last year. 
These prairie and mountain states, how- 
ever, are approaching the 100 percent 
mark. with the states in the Rockies 
laeging most. As a district. the Pacific 
croup. with a cumulative index of 123, 
leads all terr‘tories: but here Cal‘fornia 
—rightly called the Golden State—has 
contributed most heavily to the success. 
The most impressive record, hv dis- 
tricts, has heen made by the middle At- 
lantic group, which now leads its 1921 
| figure by 15 percent. Close behind this 
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We are now offering our 


*‘Complete Protection Policy’’ 
— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 
ent ss 


KANSAS, MISSOURI 
and ARKANSAS 
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Complete Protection 





GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and yrighted 
Policies can be secured by “ideo 


LOUIS A. BOLI, Jr. 


Agency Director 











WICHITA KANSAS 




















DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraska. 


























record follows the New England dis- 

trict. The central states (east of the 

Mississippi) stand fourth in the year’s 

achievements, their gain of 7 percent for 

the year to date coinciding exactly witb 

that of the United States as a whole. 
New England 


October was a good “life insurance 
month” in New England; no state failed 
to equal 1921 production for that month. 
Maine registered exactly that figure 
while the other members forged ahead. 
Massachusetts stands out as the banner 
State, with a gain of 40 percent and an 
index for the year of 116. Rhode Island 
and Connecticut did not equal the pace 
of the Bay State, nor the rate of gain 
for the country as a whole. Vermont 
and New Hampshire made big gains 
over 1921, and raised their percentage 
for the year to 98 and 105 respectively. 
Vermont and Maine alone in this group 
are now behind the 1921 totals for the 
year to date. October in New England 
beat September production by one-third. 


Middle Atlantic 


All of the states in this territory—the 
most productive in the Union — beat 
their October, 1921, sales. For the 
month, Pennsylvania made the greatest 
percentage gain (32 percent), winning 
the race with New York by 1 percent 
The latter, however, with an index for 
the year of 116, still leads the Keystone 
state by 4 percent. West Virginia was 
another outstanding producer in this 
district during October: New Jersey, 
gaining 23 percent, receded a little from 
the fast pace of the summer and fall 
This state is 20 percent ahead for 1922 
to date, and is one of the three leading 
states for the year. In this section. 
Mary!and showed the smallest gain (6 
percent) for the month. October in the 
middle Atlantic district beat September 
by 16 percent. 

Southern States 


The largest gain in production made 
by any state in the southern group fell 
to North Carolina, which hade a two- 
thirds increase over October, 1921, busi- 
ness. This state ranks next to Cali- 
fornia in percentage gains for the year 


to date, registering 124. Tennessee, 
with an index of 141, is the only other 
striking producer in the south this 
month. South Carolina and Virginia, 


however, enjoyed gains of 22 and 20 per- 
cent, respectively, and * ha records are 
particularly encouraging because those 
two states ranked lowest in the south 
for the first three quarters of 1922. Flo- 
rida exactly equalled October of lasi 
year, and for four successive months 
has now shown a cumulative index of 
105. Four states in the south produced 
less business this October than in Octo- 
ber, 1921: Kentucky (the lowest—92), 
Arkansas (94), Georgia (96), and Lou- 
isiana (97). The last-named state, with 
Virginia, shows the most retardation for 
the ten months past. 


Central States 


Uniform advancement characterizes 
these five important states during Octo- 
ber. Al! of the members surpassed 
October of last year by from 26 to 30 
percent. The month’s production ex- 
ceeded that of September by 23 percent. 
Very good health is reflected by these 
records. For the year to date, the five 
states show some differences, Michigan 
and Indiana leading Ohio, Illinois and 
Wisconsin by several percent. 

West Central States 


the 
and 


members of 
Dakotas 


The 


west 


northwestern 
central group—the 





Nebraska—made the largest percentage | 


gains over October, 1921; 
state in the district ran ahead of last 
October’s production, and the section as 
a whole showed an index of 117. Min- 
nesota and Kansas lagged behind the 
others with a gain of only 2 percent 
Nebraska continues to show the best 
record for 1922 to date (105). Missour 
is the only other member with a 1922 
business ahead of 1921, but Iowa lacks 
only 1 percent of meeting the totals for 
ten months !ast year. From a very un- 
favorable standing of 57 for the first 


but every | 


four months of 1922, South Dakota has 
steadily risen to the present 87, and bids 
fair to end the year with no serious 
losses. 

Southwestern States 


Arizona, with an October index of 172, 
led the Union in percent of gain over 
October, 1921. New Mexico’s and Ok- 
lahoma’s records were favorable, but 
Texas registered a loss of 5 percent in 
this index. The year in Texas, however, 
has been still less favorable, and on the 
basis of ten months lacks 9 percent of 
equalling the corresponding period of 
the previous year. Oklahoma is 5 per- 
cent behind for the year. 


Western States 

states—the !east satis- 
this year—enjoyed a 
(111 percent). 


The mountain 
factory territory 
good October business 
Gains were not uniform, however, Colo- 
rado surpassing October, 1921, by one- 
third, while Wyoming fell behind one- 
fourth. Idaho and Montana show favor- 
able signs this month, but for the year 
they have made only 79 and 87 percent 
of last year’s record, 


Pacific States 


Oregon has caught the enthusiasm of 
the two other Pacific states and for the 
first time since January produced more 
business than in a parallel] month of last 
year; in fact, the state surpassed last 
October by 30 percent. By this good 
month’s harvest, Oregon raised its cu- 


mulative index from 90 to 93. Wash- 
ington enjoyed a phenomenal month 
(143 compared with October, 1921) and 


California continued a splendid record 
with a monthly percentage of 137. Cali- 
fornia in ten months stands almost a 
third ahead of the first ten months of 
the past year. 


STRONGLY CONDEMN TWISTER 
Minneapolis Men Say, However, That 


Changing of Policies May Be 
Justified in Some Cases 





MINNEAPOLIS, MINN., Dec. 5.— 
Conceding that there are instances when 
a life insurance agent can perform a 
real service for a client by helping him 
to change policies, life insurance men 
in this city heartily condemn the gen- 
eral practice of twisting. 

Where agents are “caught in the act,” 
the state commissioner would be justi- 
fied in forbidding such an agent to con- 
tinue to sell insurance in the state, most 
of the men interviewed on the question 
declared. 

There is not at this time, however, a 
great deal of complaint along that line 
There is some twisting going on here 
all the time but it has not reached an 
extent where an organized campaign 
against it appears necessary. 

C. W. Van Tuyl, veteran 
agent for the State Mutual of Massa 
chusetts, said that no doubt there 
are certain cases where an agent would 
be justified in advising a man to change 
his policies and C, N. Patterson of the 
Union Central, while condemning the 
practice as a general thing, said that 
where a man was no longer able to 
meet the terms of his insurance contract 
and was determined to give it up for 
something else, then the agent would be 
within his rights in advising such a man 
the best way out of his predicament. 
Mr. Patterson branded twisting not 
only as unethical but unprofitable. 

Others who frowned on the practice 
were H. W. Butts of the John Hancock 
and W. H. Oshier of the Pacific Mutual. 


general 


Farm Loan Rates Reduced 


Iowa life insurance companies are 
again lending money to farmers at 5 
percent. This is pointed out as an evt- 
dence of returning prosperity in lowa 
which was hard hit during the times of 
lejection. 

The Northwestern Mutual Life has 
ilso resumed making farm loans at 5 
percent in several of the northwestern 
states, where a higher rate has been 
charged. 











December 


~ 


7, 1922 








_LIFE INSURANCE EDITION 




















Should Business Men Be Concerned 
About Their Life Insurance? 


It's a fair enough question to ask and the 
answer is in the heart of every successful life 
insurance salesman. 


There's a type of agent whose clients are not constantly 
worrying. That agent knows each client intimately, 
studies his business success and gauges his recommenda- 
tions to fit in with the insurance requirements of that 
client. 


Every Central Life agent has the opportunity to become 
established in the same manner with all his clients. Many 
Central Life men have this conception of life insurance 
salesmanship and their success is assured. 


Central Life Insurance Company 
OTTAWA, ILL. 
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YOUR CHANCE! 


The connecting up of the great Northwestern group 
of states in which we operate—with our splendid 
Southwestern group, has been completed by entry 
into Missouri and Kansas. Now, from Minnesota on 
the North straight through to Texas on the South 
there are 


EXCEPTIONAL AGENCY OPPORTUNITIES 


for men of sound character and proven ability, as pro- 
ducers or organizers. Such men will be made to 
quickly feel at home as members of a carefully selected, 
well trained family of fieldmen. 


They will be furnished the very latest and best “tools” 
to work with and 4 Home Office cooperation that actu- 
ally prepares the way for them and makes more cer- 
tain the success of their efforts. 


Policies free from restrictions. 
Best forms of Double Indemnity and Total Disability. 


Youths’ insurance in force for face, age 10 and up. 


Ask for our proposition NOW. 


NATIONAL FIDELITY LIFE 
INSURANCE CO. 
Ralph H. Rice, President 
Sioux City, U. S. A. 














CO-OPERATION No. 29 


URING their first twelve 

months in the life insurance 
business our trained salesmen 
added during recent months have 
produced on an average 15 per cent 
more business than those who . 
entered our organization during 
1919 before our Home OMce Train- 
ing School was established. 


—This despite the fact that our 
trained group necessarily spent 
several weeks away from their 
territory and were entcring the 
business during an economic period 
in no way as favorable to the sale 
of life insurance as those banner 
months of 1919 and early 1929. 
Sales training is one form of agency 
co-operation which we offer. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 




















MANLY’S COHORTS IN 
ANNIVERSARY SESSION 


Indianapolis Life Men Have Con- 
vention at Close of Seven- 
teenth Year 


DARBY A. DAY A SPEAKER 


Chicago Manager of Mutual Life in 
Vigorous Talk at Banquet— 
Mayor on Program 


The seventeenth anniversary agency 
convention of the Indianapolis Life, held 
in Indianapolis on Monday, Tuesday 
and Wednesday of this week, was 
marked by the largest attendance yet 
experienced at these meetings. Leading 
agents were present from the home 
state, Indiana, Michigan, Illinois, Min- 
nesota and Texas. Monday morning 
was given over to receiving the visiting 
agents at the home offices and business 
with department’ heads. At a business 
session in the afternoon the “Selection of 
Risks” was discussed under four head- 
ings. President Frank P. Manly of the 
company talked on the duty of the 
agent to company and policy holders, and 
Vice- President Edw. B. Raub discussed 
the agent’s knowledge and observance of 
rules. Dr. Albert Seaton, medical di- 
rector of the Century — talked on 
“The Medical Examiner’s Part;” H. E. 
Dyble, resident manager of the Ameri- 
can Service Bureau, on “Inspections,” 
and Dr. J. B. Young, medical director 
of the company, and E, A. Porter, ac- 
tuary, discussed the topic, ‘Medical 
Director and Risk Committee.” 

Darby Day the Headliner 


At the banquet held Monday evening 
at Spink Arms Hotel Darby A. Day, 
manager of the Mutual Life’s Chicago 
branch office, was the headliner. Mr. 
Day’s name appeared on the program 
for the topic, “The Greatest Business in 
the World by One of Its Greatest Ad- 
vocates.” He made a forceful and elo- 
quent address in favor of ample life 
insurance protection, preferably of the 
income form for dependent widows and 
children. He said that he had accepted 
Mr. Manly’s invitation to be present for 
two reasons—because Mr. Manly be- 
lieved in the principle of mutuality and 
for the sake of the good fellowship he 
was “re to enjoy. 

Estates Lost for Lack of Cash 





Mr. Day recited many instances show- 
ing specifically how estates had been 
lost for lack of cash that might have 
been provided to pay inheritance taxes 
and he cited a number of other cases 
where widows or children had lost for- 
tunes within a few years that had been 
left by the husband or father with the 
idea that he had left his dependent ones 
well provided for. 

The life insurance man, Mr. Day said. 
need have no hesitancy to offer his con- 
tracts to the shrewedest business men, 
including bankers and capitalists who 
know investments of all sorts. The life 
insurance policy, Mr. Day averred, can 
be matched successfully against the best 
gilt-edged security that any bank or 
bond house has to offer, if the agent is 
thoroughly acquainted with what can be 
done with life insurance That the 
single premium policy is the foundation 
of all forms of policies, he stated, and no 
form of investment at age thirty, for 
example, can beat a single payment ordi- 
nary life policy for actual investment 
results over a period of years. 


Is an Emancipator 


The life insurance salesman is an 
emancipator, Mr. Day said. For a man 
to be able to say, when he has bought 








life insurance, “My wife has been taken 
care of, my child has been taken care 
of,’ is as “pretty a thing as a man can 
be able to say,” is the way Mr. Day put 
it. Mr. Day was given a real ovation. 
Mayor Samuel Lewis Shank of In- 
dianapolis entertained the company with 
one of his characteristic speeches. He 
paid tribute to life insurance agents, say- 
: “I’m afraid of a life insurance man; 
he comes nearest to making you climb 
the cash register of any salesman for 
any kind of line.” He said that the poor 
especially need life insurance and urged 
his hearers to sell their policies to that 
class and not to neglect them. 
Mayor Has Some Tips 


Along with the mayor’s lighter enter- 
tainment there were many practical sell- 
ing suggestions which were caught and 
appreciated. 

W. E. Eichoff, manager of the Indian- 
apolis Life at Fort Wayne, representa- 
tive-elect to the coming legislature, 
spoke briefly on “The State and Life 
Insurance,” emphasizing the importance 
of safeguarding life insurance interests 
with wise state laws. 

Motion pictures showed home office 
scenes and the growth of the company 
during the past seventeen years. It was 
shown that the company had insurance 
in force on Dec. 1, 1922, of $35,176,200. 
The goal of $100,000,000 by 1926 was de- 
clared. A _ special film, “Everybody’s 
Friend,” was shown. 

Tuesday Topic “Getting Business” 


At the morning session Tuesday the 
general topic was “Getting Business.” H. 
J. Plack and Thomas O'Malley talked on 
“Planning and Organizing Campaign;” 
George L. Clark, “Presentation of the 
Endowment Policy;” H. H. Huston, Sas 
H. Wendt and L. G. Loomis, “Life 
Forms;” H. C. Hiatt and H. M. Marks, 
“Limited Payment Life;’ A. H. Kahler, 

H. —- and E. H. Caperton, “Clos- 
ing ; "WwW Tidwell and C. H. Woods, 
ila V. E. G. Hintze and F. 
H. Franzlau, “Examinations ;’ je 
Ferrell and L. A. Sayers, “Delivery of 
the Policy;” S. Y. Matthews, “Getting 
Agents.” 

Prizes are Presented 


Following the noon luncheon there 
were presented prizes by A. L. Port- 
teus. Plans for December were dis- 
cussed and inspirational talks were given 
by visiting waa” S. E. Shideler, C. A. 
Pratt and B. Pfeiffer discussed “Con- 
servation of a oan P 

On Wednesday there was a meeting of 
the Counselor's: Club which is made up 
oi the company’s leading producers, The 
committee on arrangements for the con- 
vention consisted of Joseph R. Raub, W. 
Irving Palmer and Joe C. Caperton. 


Shenandoah Life “Man Honored 

Lee Long, of Dante, Va., a director of 
the Shenandoah Life, was _ reelected 
president of The Virginia Association 
for Vocational Training at its recent 
meeting in Richmond. Mr. Long pre- 
sided as toastmaster at a banquet ten- 
dered by himself to members of the 
association. Gaylord Davidson, one of 
the guests, in a short talk, urged the 
people of Virginia and the South to 
join the North in speeding up the build- 
ing of national highways, declaring that 
no other program could bring greater 
economic and educationa! advantages to 
America. 


Villa Not Good Life Risk 

Refuting recent press reports that he 
had met an untimely end at the hands 
of one of his myriad enemies, Fran- 
cisco Villa, picturesque statesman and 
revolutionist of Me xico, has made appli- 
cation to the United Fidelity Life of 
Dallas for a $50,000 policy on his life 
and a policy in the same sum on the life 
of his secretary, Manuel Trilljo. D. 
Easley Waggoner, vice-president and 
general manager of the company, how 
ever, considers the erstwhile 'eader of 
the revolutionists across the Rio Grande 
too big a risk for conservative insur- 
ance policies and turned the request 
down in a telegram to the company’s 
agent at El Paso. 
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GETS NEW YORK OFFICE |F 





RESEARCH BUREAU TO MOVE)| 





Work to Be Under Way in New Quar- 
ters Before Jan. 1—Eleven More 
Companies Join 


The Chicago meetings of both the 
Agency Officers Association and of the 
companies which have cooperated in the 
Life Insurance Sales Research Bureau 
during 1922 furnished the first oppor- 
tunity which many company officials had 
of hearing what the bureau is equipped 
to do for its members, and of its plans 
for the future. Chief among the latter 
of course, as has been previously re- 
ported, was the decision to open a New 
York office Jan. 1, 1923. The occasion 
for this move was the desire of the 
bureau to be located close to the busi- 
ness of life insurance, and a central 
office in New York offered this oppor- 
tunity to a greater degree than was 
possible at Pittsburgh. Manager Hol!- 
combe signed the lease for space at 50 
East Forty-second street this week, and 
it is expected that the work will be 
actively under way shortly before Jan. 
1. This location will make it possible 
tor the bureau to be reached readily by 
company officials who visit New York 
and it is anticipated that such calls will 
become increasingly common as _ the 
work becomes better understood by life 
insurance executives. 

Eleven New Members 


Within the last two weeks, eleven 
companies have applied for membership, 
these companies being the Detroit Life, 
Equitable of lowa, Minnesota Mutual, 
New World, North American of To- 
ronto, Northwestern Mutual, North- 
western National, Pan-American, Peoria, 
Security of Chicago and State of In- 
diana. The officials of all these com- 
panies have approved the applications 
for membership and it is expected that 
at the next meeting of the executive 
committee of the bureau that all will be 
favorably acted upon. In addition to 
those companies a number of others 
have tentatively applied and will doubt- 
less make formal application in the near 
future. 

Most of the agency and other officials 
at Chicago were thoroughly surprised to 
learn of the wide scope of the bureau’s 
operations 
made to the effect that companies now 
have an invaluable clearing house on 
agency matters, from which a very large 
mount of information can be secured 

Sales Index Reports 


One of the chief things which im- 
pressed the Chicago visitors was the sur 
prisingly good picture of the conditions 
ince secured by the bureau in its so- 
called sales index reports. These re- 
ports were eagerly scanned by the offi- 
cia!s at Chicago, as they give an excel 


of life insurance in every state and prov- | 
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and many comments were | 


lent comparison between the results | 


achieved by a large group of companies 
in each state and those secured by any 
individual company or agency 

One of the striking things about the 
meeting was the spirit of 
between the old and young companies in 
the bureau, and this was particularly 
noticeable in several informal talks. 
Never before have agency officials had 
the opportunity to compare notes and 


cooperation | 


study methods which is now possible | 


through the bureau, and it is safe to 
f al 


say that many of the companies 
ready members had not previously real 
ized the practical value to be gained by 
such studies, 
John Irby of Cincinnati, local manager 
the ordinary department for the 
Prudential, and Mrs. Irby, are sailing 
De ® from New York City on the 
Homeric to spend two and a half months 
on a tour of Europe During their visit 
Mr. and Mrs. Irby expect to visit all of 
the principal countries of Furope The 


Irby agweney in Cincinnati has in 1922 ex 
eded all its previous records 














You can join the caravan of live insurance Agents which 
will travel “on to the Pacific Coast’’ next July. 


_All that is required to assure this [trip for you is 
$250,000 of paid-for business with this Company. 


You can win this trip on surplus lines. Liberalized 
substandard coverage, and good facilities for handling 
business from Agents of other Companies enable us to 
offer you a regular and open channel in which ito place 
all Surplus lines, standard and substandard, in Life, 
Accident, Health and Group. 


On all Surplus business placed with us, we allow 
liberal first year commissions and guaranteed nonforfeit- 
able renewals. 


Let us give you further details. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President Home Office, St. Louis 


Life Accident Health Group 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 














Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















Progressive Methods 


That’s the answer to the Shenandoah Life’s unpre- 
cedented business in 1922 over 1921 


Selection 

Training 

Supervison 

Co-operation 

backed up by liberal direct Home Office contract and 
excellent assistance in financing agencies is the policy 
and practice of the Company. 

We have a few more General Agency openings for capable 
producers. 


Shenandoah Life Insurance Co., Inc. 


R. H. ANGELL, President W. L. ANDREWS, Secretary 
On Agency Matters address W. F. Macallister, Agency Manager 


PROPER 

















“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of the progress and activities 
of Tue Guarpian LIFE 


The same thing could be said for the service which this Company 
renders to its field force and policyholders. Tue Guarpian’s broad, pro- 
gressive program of Agency Co-operation and Service to Policyholders 
is unsurpassed by any other company, and equalled by few. 


If you want to know the whole story of what this Company is 
doing for its field force, address: 


T. Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of 


The Guardian 


Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 











STATUS OF DISABILITY 
“CLAUSE IS UNCERTAIN 





Companies Can’t Tell Whether 
Rate Is Adequate or Not, Says 
Fidelity Mutual Man 


GREATER CARE NEEDED 





Closer Underwriting on Individual 
Cases Only Remedy, Says 
Actuary J. B. Franks 


PHILADELPHIA, PA., Dec. 6.—In 
recent weeks there has been rather wide- 
spread discussion regarding the total and 
permanent disability clause. Some have 
asserted that the clause has become so 
liberal in its provisions and the com- 
panies so lenient in the settlement of 
claims that the loss experience has reached 
a dangerous point. It has been contended 
that the companies do not know what the 
ultimate experience under the total and 
permanent disability clause is to be, and 
that it might be well to make a study of 
the whole matter, and attempt to discover 
just about what the actual results have 
been up to date. While views of various 
company officials are being exchanged and 
published it is of special significance to 
learn of the opinions on the total and per- 
manent disability clause held by J. B. 
Franks, actuary of the Fidelity Mutual 
Life of Philadelphia. The Fidelity Mutual 
was the first legal reserve life company to 
incorporate the total and permanent dis- 
ability clause in its contracts, having com- 
menced in 1896. Mr. Franks has been 
with the Fidelity Mutual for a great many 
years, and has, consequently, had an oppor- 
tunity to study, over a long period of 
years, the results that the company has 
obtained. 

Change in Recent Years 


Mr. Franks says that it is only in re- 
cent years that the disability clause has 
had attached to it dangerous possibilities. 
While the disability clauses provided 
merely waiver of premiums in the event 
ot total and permanent disability, the com- 
panies were taking very little chance. Mr. 
Franks believes that the clause has now 
been so liberalized and enlarged upon that 
the companies are not in a position to 
know whether they are making or losing 
money on their total and permanent dis- 
ability business. Mr. Franks points out 
that it was only a .comparatively short 
time ago that the companies generally 
commenced to attach the clause to their 
policies. There have been numerous claims 
since that time, but it is not possible to 
say whether the experience up to this time 
is representative of the results that may 
obtain over the next ten years or so. 





Greater Safeguards Needed 


Mr. Franks believes that the companies 
are not collecting a high enough premium 
for their total and permanent disability 
coverage, particularly in view of the gen- 
erous settlements that have been made in 
numerous instances. At the same time it 
is Mr. Franks’ opinion that the rate for 
the disability clause should not be raised 
at this time. He believes the companies 
can safeguard themselves by underwriting 
their business more closely so far as the 
| issuance of the disability provision is con- 
cerned. Citing cases from the experience 
lof the Fidelity Mutual, Mr. Franks said 
that in one instance a farmer operating 
}a small tract of land became totally and 
permanently disabled, or was unable to 
do all of his own work on the farm as he 
had heen in the past. Total and permanent 

lisability was claimed on the ground that 
lthe farmer was unable to longer earn a 
living in his chosen occupation. In an- 
lather instance, a denist claimed total and 
contending that he 





| permanent disability, 


was no longer able to stand on his feet all | 








day long and could not earn a living in 
any other occupation. 
Question of Single Occupation 


“Assureds and even companies,” Mr. 
Franks says, “are apparently swinging 
around to the idea that if a man is not 
able to earn his living in the line of work 
which he has been following he is, in 
effect, totally and permanently disabled. 
Many companies, seemingly, do not insist 
that a man attempt to follow some other 
gainful occupation, but are willing to ad- 
mit that if it is impossible for a man to 
earn a living in the business in which he 
has been engaged for a great many years, 
he is, then, totally and permanently dis- 
abled, and entitled to benefits under his 
pelicy.” 

Mr. Franks says that quite commonly a 
policyholder will be put out of the run- 
ning with a disability of some sort, the 
waiting period provided in the policy will 
be exhausted, and the company will then 
commence to pay a claim as total and per- 
manent disability. After a year, or two 
or three years, the policyholder recovers 
and is again able to earn a living. In 
cases of this kind, Mr. Franks states that 
the life company has merely paid the 
policyholder an annuity during the period 
of no income. 

Useless to Experiment 

Mr. Franks says that until an adequate 
body of data can be accumulated it is 
useless to experiment with changes in 
rates. The companies can play safe by 
underwriting each individual case closely. 
The disability clause should not be at- 
tached to policies indiscriminately, Mr, 
Franks believes. He states that very often 
a company might be willing to issue a 
policy to a young man under weight, and 
showing some slight symptoms of a pos- 
sibility of tuberculosis in later life. Per- 
haps a company might issue such a risk 
ten-year endowment, feeling that the an- 
ticipated impairment might not manifest 
self until after the policy period expired. 
Even if it should, the company would lose 
nothing if it did not include in its contract 
the total and permanent disability clause. 

If, however, the provision should be 
granted to such a policyholder, and tuber- 
culosis occur at the end of six or seven 
years the company would then be called 
upen to pay an annuity to the policyholder, 
in addition to which the face of the con- 
tract would have to be turned over at the 
expiration of the ten-year period. It is 
cases of this kind that require careful 
underwriting procedure. 

There are numerous cases, Mr. Franks 
believes, where a company might be 
justified in issuing a policy, but where 
it would be poor underwriting judgment 
to include the total and permanent dis- 
ability clause. 

Mr. Franks says that the tendency has 
been to take the total and permanent dis- 
ability clause rather lightly. Companies 
have included it in their policies rather 
freely, when, as a matter of fact, it should 
not be granted with every policy issued. 

Finds Insurance Men Prosperous 

Some preliminary figures on the pros- 
perity of insurance men have been given 
out by Joseph J. Devney of Cleveland, 
O. Mr. Devney, who has compiled 
many insurance demonstration charts, 
has estimated the trend of prosperity of 
insurance men compared with those in 
other professions. He found that while 
men in some occupations, chiefly doc- 
tors, lawyers, merchants and dentists, 
are more prosperous at earlier ages, the 
insurance man outstrips them at 65. 
The average man reaches the peak of 
his prosperity at 45, but the average in- 
surance man continues for 20 vears after 
that. The chart covering all occupa- 
tions, which will shortly be completed 
by Mr. Devney. shows that there are 
men dependent at al! ages, but the least 
dependency occurs at age 35. Begin- 
ning at age 45, denendency practically 
doubles each decade to ahd including 
75. The dependency among insurance 
men is among the lowest of those en- 
gaged in any occupation, being only 
about half the total averaee. Mr. Dev- 
nev further found that the experience 
was about the same in all classes of in 
surance and on both Canadian and 
American insurance men 
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MORE NEW COMPANIES 





KANSAS CITY HEADQUARTERS 


Hearing Called by Missouri Department 
to Listen to Complaints That 
Had Been Filed 


KANSAS CITY, MO., Dec. 5.— 


ihere are some ambitious life insurance 


projects in the’ making here. The U.S 
Reserve Life is one of these. Nothing | 
is known ot the promoters of this con- 
1 but a man named Strickland ha 
n identified with it. This company 
has not yet been licensed by the Mis 


iri department and is organizing on 

stipulated premium plan. Under the 

our! law, such organizations must 
| | 


cure applications from 200 individuals 
not less than $250,000 insurance. 

ese must be filed with the depart- 
ent. This has not yet been done 
Applicants have been signing applica- 


ons for insurance and are understood 
» have made subscriptions for stock 
nd to have given notes for same. |! 

having been alleged that these notes | 
have been discounted at the banks prior 
o the issuance of policy and, in sime 

cases, before an examination of the ap- 
plicant, the attention of the Missouri 
department has been called to this. Ac- 
tuary and Deputy Superintendent W. 
F. Dailey was recently in Kansas City 

and held a hearing on some complaints. 
Proceedings of the kind described have j 
been ruled against by the Missouri de- 
partment. No information of the deci- 


n of the department is yet available. 


Stock Quoted High j 


n 1 e of 
As an exan pie of the representations 
de to } 


ma induce stock subscriptions it is 
underst } 


ood the promoters of this com- 
pany have quoted the market value of 
Kansas City Live stock at $80 a share 
d that of Midland Life at $90 a share 
President Boone of the latter company | 
erhaps did not know what a bargain he 
was getting when he recently bought 
me Midland Life stock at $25 a share 
(par value $10) and President J. B. 
Reynolds of the Kansas City Life might 
buy some more race horses if he knew 
the value of his holding of Kansas City 
Life stock nowadays. 


rhe Peerless Mutual Life is also or- 
ganizing on the stipulated premium | 
Harry O. Ma x | 
l agent ot tl Mis State I 
e mi g spirit. | I case how- | 
all of his operations have been in 
accord with the 1 the insur 
ce department. The pany Ww! | 
usiness ona gal re ¢ sta 1 | 
d co lving with qi 
Section 6143 Re ed te M 
1919 Alré idy hav | 
to amend the char 
P to analif « 
stipulated premiun . 
t pital e fully 1 t 
O pe ye 
l ount on nu 
le P| ca } ind hel n M 
\f " understood 
tion and standing busin 
Commercial ! I 
h and Walnut 
with the Missot I 
nt with B. W. I 
t is also t 
l 1 premium pl 


Life and Casualty Training School 


Thirty men received diplomas ‘n the 
a 


trainine school for field men of 
& ¢ ilty Nash ! 
Nov 0 D f \ 
sc] hes Id 1 
Nashville a to $228,627 
yr af noons 
sc} lis unde 1 7 
oll S. Kis , , f the 
te pe ( | ute 
the cond term n he 
d 
] lent A.M. Burton stated tha 
the hool 1 ve | 
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All Hail to the 


Football Champions 


Plunging to gains through walls of sinew, 
executing double passes of such brilliance that 
thousands arose as one body to cheer the play, 
holding their opponents in their tracks at crucial 
moments, the championship football teams of the 
East and West have proven their superiority. 


The championship elevens are those that ex- 


celled in teamwork. 


Victory comes from having 


the right man at the right place at the right time. 
Star plays are made because every team mate 1S 
taking care of his man when the runner starts. 


The same principle holds in business. 


The goodly gains of The Lincoln National 
Life Insurance Company are due to every man 
in its organization giving his best licks for the 


advancement of its service ideals. 


Each field 


man knows that the Home Office is backing him 
by the most earnest co-operation when he starts 


out to tackle his prospects. 


fidence and success. 


The 


result is con- 


This championship spirit of loyal teamwork 
awaits all who 





(LINK UP wiTe THE” LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building 


Fort Wayne, Ind. 


Now More Than $225,000,000 in Force 
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Sell Them Life Insurance 


A GENERAL agent in giving some advice 
to one of his new men the other day 
said, “Don’t spend your time telling a 
prospect what kind of life insurance he 
should not buy.” In enlarging on the 
thovght he explained that a great many 
preducers try to convince a prospect 
that there is onc best kind of policy to 
have, and that anything else that might 
be bought in the way of life insurance 
is not especially desirable. Such sales- 
men center their attention, for instance, 
on monthly :ncome life insurance. They 
extol its virtues, explain its advantages, 
and make their whole argument on 
the importance and value of monthly 
income life insurance rather than on 
life insurance itself. This is a serious 
mistake. 

A life insurance agent has only one 
thing to sell—life insurance. No matter 
what kind of life insurance he may sell 
to a prospect he should understand that 
the prospect will be greatly benefited 
by the transaction. It is only very rarely 
that any prospect buys enough life in- 
surance. It is certain that if a man 
carries $2,000 or $3,000 of life insur- 
ance or perhaps none at all, he is in a 
very much better position by reason of 
buying an additional $5,000 or $10,000. 
Even if he buys it on the endowment 
plan he is better off than he was before. 

The life salesman who gets in the 
habit of emphasizing one particular kind 
of life insurance gradually puts 
emphasis upon the reason why a man 
should buy insurance—any kind. While 
an agent may know, after familiarizing 


less 


How Term Ins 


greatest 
rendered the 


One of the services which 


term insurance has busi- 


public to 
than 


ness is the conversion of the 
larger 
we were 


amounts of life Insurance 


tomed to in former days. 


rate 


accus 


By means of its !ow premium 


men have been induced to take amounts 


of term insurance that seem not only 
large, but huge when measured by the 
standards of a score of years ago 

Term insurance has also been very 


introduction of business 


The 


quently made that 


useful in the 


life insurance complaint is fre- 


too much business 


insurance is written on the term plan. 


ground for such a 
is better that the 
term plan than 
at all. 
come 


The re is probably 


complaint but it insur- 
ance should be on the 
that there 


Gradually the 


should be no insurance 


other forms will 
into their own for business uses. 


The 


ness, 


London Review refers to busi- 


inheritance tax and some other 


himself with the circumstances, that the 
kind of policy that the prospect is insist- 
ing upon buying is not as well suited to 
his needs as some others, if the pros- 
pect does not seem satisfied about taking 
anything but the one policy, the agent 
should not spoil the sale by attempting 
to argue the prospect into taking the 
kind of policy that he (the agent) thinks 
he ought to have. A life insurance man 
ought to be perfectly willing to sell 
any kind of policy for which there is a 
demand. Certainly no prospect is going 
to be cheated no matter what kind of 
a policy he buys. Every contract that 
any company has for sale is worth 100 
cents on the dollar. " 

Salesmen of other commodities do not 
to force certain kinds of goods 
down their prospect’s throats. They 
are willing to yield a point here and 
there. If a man goes into a clothing 
store to buy a suit of clothes he is, at 
least in the better kind of stores, allowed 
to select just about what he wants. The 
salesman shows the goods, explains the 
merits of each suit, and leaves the ulti- 
mate selection to the customer. There 
should be more of this sort of thing in 
life insurance. Today many life men 
are so highly -specialized that they are 
equipped to talk about only one form of 
policy. It has become an obsession 
with them. They advocate it to any and 
every kind of prospect. They are them- 
selves convinced that it is the best, and 
are reluctant to even talk about any 
other kind of contract, to say nothing of 
trying to sell it. 


try 


urance Serves 


forms of life insurance as “fancy insur- 
considerable 
but 


Britain. 


ances” which have made 


have not 
The 


rican companies to issue 


progress in the “states” 


far in Great will 


Ame 


gotten 
ingness of 


term policies is partly responsible for 
the greater progress made on this side 
in fitting life insurance into the social 


and business fabric of civilization. 


Term insurance also was the solution 
of the problem that confronted group 
insurance in its beginnings and through 
the o'd 


has extended to 


group insurance protection of 
line 


2 000,000 


companies been 


wage carners and their 3,000,- 


Here term 
the 


the benefits of insurance, 


000 dependents. again is 


insurance educating 
doing it more 
satisfactorily than assessment and _ fra- 
ternal organizations did it, and amplify- 
ing the activities of the industrial com- 
panies. 


is beyond question. 


masses up to | 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 
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C. K. Blackburn, son of T. W. Black- 
burn, secretary of the American Life 
Convention, will become actuary of the 
Prairie Life of Omaha the first of the 
new year. The senior Mr. Blackburn 
was one of the organizers and is a di- 
rector of the Prairie Life. The junior 
Mr. Blackburn has been in the life ac- 
tuarial department of the Travelers at 
Hartford for the past three years. For 
nine years prior to his entry in the in- 
surance business he was in the navy, 
being a graduate of 
lieutenant, senior grade, upon his re- 
tirement from service. C. K. Blackburn, 
like his father, is ae of a pleas- 
ing personality. He has been active in 
the Travelers Club, the organization of 
home office men, and is one of the star 
performers on the tennis courts of the 
recreation grounds operated by the club. 


William Lewis Horne, for the past 27 
years general agent of the New England 
Mutual Life at Indianapolis, died at his 


home in Indianapolis Sunday evening 
after a few hours’ illness from heart 
failure. Mr. Horne had been in apparent 


good health up to the time of his sudden 
illness and had been attending to busi- 
ness as usual the day before. He is 
survived by his widow, a married daugh- 
ter, and one son, William Horne, who 
was associated with him in business... Mr. 
Horne was a brother-in-law of D. F 
Appel, president of the New England 
Mutual, Mr. Appel having married his 
sister. Two of Mr. Horne’s brothers are 
employed at the home office of the New 
England Mutual. A_ brother, Fred 


Horne, is general agent of the Berkshire 
Life at Indianapolis. Mr. Horne was 
highly regarded in Indianapolis where 


he had been engaged in business before 
taking up life insurance. He had a wide 
acquaintance which extended outside of 
Indianapolis into the state. The funeral 
was held Tuesday afternoon. 


Harry L. Seay, president of the South- 
land Life of Dallas, 
E. Linz, vice-president and agency man- 
ager of the same company, who are the 
principal owners of the American Rio 
Grande Land & Irrigation Company, 
are entertaining a party of 12 
business and professional men and their 
wives on a week’s trip through the Rio 
Grande valley. The club house of the 
irrigation company at Llano Grande 
Lake is headquarters for the party. 
They will visit Brownsville and Mata- 
moros before returning home. 


E. C. Phelps, Pacific Mutual agent at 
Phoenix, Ariz., has achieved no small 
record, having written $1, 000,000 of life 
surance in his first year’s work. Mr. 
Phelps has been with the Pacific Mutual 
and in the business only one year and 
yet has written a total of new business 
which few of even the old timers write. 
He started with a flourish, writing $100,- 
000 his first day with the company, and 
has maintained his stride throughout 
the year. It is especially notable that 
such a record could be achieved in an 
Arizona city, which is not to be com- 


pared with the large eastecn and mid- 
western cities, and not to be looked 
upon as especially prosperous at this 
particular time. 

Henry C. Lippincott, recently man- 
ager of agencies of the Penn Mutual 
Life, has contributed much of perman- 


ent value to life insurance literature. In 


the current issue of the Penn Mutual 
News Letter, dedicated to Mr. Lippin- 
cott, an effort was made to give the 


cream of his writings in ten large pages. 
During his 48 years of service for the 
company the dean furnished arguments 
and inspirations for thousands of agents 
all over the country. His mastery of 
the epigrammatic form of expression is 


That it renders a great service | ~hown by the following: 


“Wives sometimes object to life in- 


Tex., and Clarence | 





Annapolis and a | 








Dallas | 


surance. Widows never do. They know 
its value.” 

“The best easy chairs for old age are 
bought early. They are called endow- 
ments.” 


Joseph D’Andrade, superintendent of 
the Metropolitan Life at Norristown, 
Pa., near Philadelphia, was pinned be- 
neath an automobile last week, together 
with Mrs. D’Andrade and a couple of 
friends, when his machine overturned on 
the steep hill leading to historic Valley 
Forge. The party was returning home 
from Phoenixville. Fortunately, out- 
side of a few bruises, no one was hurt. 
“Joe” is one of the most popular and 
active members of the Philade! phia As- 
sociation of Life Underwriters and is on 
its executive committee. His address 
at the first Philadelphia sales congress 
created a very favorable impression 
which has not been forgotten. 


William A. Law, president of the Penn 
Mutual Life, is a “regular fellow,” and 
is proud of it. Immediately after being 
installed in the executive chair he began 
taking an active interest in the Phila- 
delphia Association of Life Underwrit- 
ers, as wel! as in the social activities of 
the company’s employes. He is hon- 
orary president of the new Penn Mutual 
Athletic Association and at its first 
function—a dance and benefit supper 
on Thanksgiving Eve—he and Mrs. Law 
were among the 300 couples who 
danced. 





The H. Wilbirt Spence agency of the 
Mutual Life of New York at Detroit set 
a new record in November, with $2.- 
500,000 written business and $1,400,012 
paid for on the annual basis. This ex- 
ceeds the best previous month of the 
agency’s history, December, 1921, by 
nearly $250,000. December is expected 
to exceed the record made last month, 
and place the Spence agency ahead of 
last vear’s big business of $10,000,000 
paid for. 

This agency was one of the few in 
the country which wrote and paid for 
more business in 1921 than in 1920, the 
banner year in the life insurance world. 
The November record places it on a par 
with 1921 and far exceeds the business 


| of 1920. 
H. McKay Allen is the November 
leader, with $605,000 for the month on 


| He paid 





just five lives, averaging $121,000 each. 
for close to a half million, 
and expects to repeat in December. | 
W. Blakely, district manager at Sagi- 
naw, came in second with $163,266 for 
the month. Ten members Of the agency 
wrote more than $50,000 for the month. 


LIFE INSURANCE 

’Tis a funny game pardner, an’ if I was 
trying to sell 

Some guys life insurance I'd show ‘em 
the flames of hell, 

An’ prove that they'd sure go there, if 
thev left a little wife 

A lot of kids an’ a wash board, to make 
their way in life; 

An’ when their knees were tremblin’ 
with the smell of brimstone rank 


I'd show *em the years t’would take ‘em 
to git a thousand in the bank 

Then lift their spirits quickly, as I'd 
tell how monthly pay. 

Would accumulate a thousand, an’ pre- 
pare for a rainy day. 

With the business guy I'd tackle, I'd 
come straight to the point, 

He's bothered to death with loafers, a 
hangin’ aroun’ his joint: 

So I'd spill my business feature, as a 
map before his eves, 


Fer you got to make it snappy. when 
you're dealin’ with them guys: 

Then because I know it’s honest, when 

I'd strike the women folks 

I'd show ‘em that their kiddies, hadn't 
ought’r be grown up jokes: 

But a college eddication, they could easy 
have some day 

If Mother’d sign, the dotted line, an’ 
make her monthly pay. 
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a | his son Robert, and Sidney B. Rosen- the business. He is a brother of Wil- 
baum. The firm name will be Caulkins, | liam Harn, recently appointed manager 
| Rosenbaum & Caulkins. Robert gradu-| of the Toledo branch of the Missouri 
Tceghe Pee ____}], | ated from the Carnegie school some time | State Life. 








SHEEHY GOES TO CLEVELAND 


Detroit Agent Becomes Manager in 
That City for the Manufacturers 
Life of Canada 


Frank W. Sheehy, until recently asso- 
ciated with the Travelers office at 
Detroit, has been made manager of the 











FRANK W. SHEEHY 


Cleveland office of the Manufacturers 
Life of Canada. Mr. Sheehy assumes | 
his new position immediately, having 
left Detroit the first of the month to 
complete arrangements for the entire re- 


| ago and has received a thorough prac- —_—_— 
| tical experience in the Cleveland agency. Roy H. Stafford 
ness in Cleveland and vicinity Mr. Rosenbaum has been connected Roy H. Stafford has been appointed 
The new manager brings to his new | with the local agency for many years manager for Kansas City and western 
field of endeavor an exceptional training | 24 1s one of the best-known personal | Missouri for the Guardian Life of New 
and a broad experience in the life insur- producers in the company. The agency | York. Mr. Stafford has been with the 
ance business as well as in other lines of | W!'! continue to occupy the recently en- | Guardian for four years, having been 
business. Mr. Sheehy was graduated larged quarters in the Guardian build- | ¢j¢, manager in Kansas City for the 
from the University of Michigan with | ™8- eee vast year, 
the class of 1915. At the a ce he | Penn Mutual Changes 
was active in athletics having been a The Penn Mutual Life announces two 
member of the famous U. of M. baseball | changes in its western agencies, Ives- Cliff Blackburn of Memphis, Tenn., has 
teams of 1913-1915. On leaving the} ter C. Guy, general agent at Los An-| formed a partnership with T. K. Rob- 
university he held several executive posi- | geles, has retired after 29 years of faith- | inson, to become general agent for the 
tions with the Michigan State Telephone | ful service for the company, during | Pacific Mutual Life, to develop. the 
Company. He entered military service | which he helped to build up a strong | western part of Tennessee. Mr. Black- 
at the break of the war, mustering out | agency by his personal enthusiasm and | burn, who joins the present general 


organization of the Manufacturers busi- 


Blackburn & Robinson 


in 1918, then entering the life insurance | ability to organize men, MII! health | agent, Mr. Robinson, was formerly with 
business. He received his early training | obliged him to retire. His place is being | the Travelers and has demonstrated his 
in the H. Wibirt Spence agency of the | taken by J. F. Van Slooten, general | ability as an underwriter. 

Mutual Life of New York at Detroit. | agent —_—_— 

He was very successful while with Mr S. A. Stockwell. who had conducted a Dr. C. J. Johnson 

Spence, having made the Mutual Life’s | general agency for the Penn Mutual at The Continental Life of St. Louis has 


Quarter-Million-Dollar club in his first | 


- : Minneapolis since 1896, has transferred | }eon licensed in Iowa, Dr. C. J. John- 
year and one half in the business. After 


his office and activities to the genera’ | con of Cedar Rapids having been ap- 
two years with the Mutual Life, he | agency of J. Walker Godwin, in order pointed state agent. 
wanted to acquire a knowledge of the | that he might be free to devote his en waapenaen 
_e insurance business, and ent red | tire time to personal production. Wildhage & Malony 
lle gma of the Travelers office at = Chay Bi ae Wildhage & Malony Company, Inc. 
: of Chicago, has been appointed general 
. : H. Clay Brown, until recently agency | agent for the International Life & Trust 
Dickerson & Nicholas manager of the Louisiana State Life, of Moline, IIL, for Chicago, Cook 
The general agents contract of Harry | has taken charge of the interests of the | county and Illinois. Mr, Wildhage and 
Kapiloft, Richmond, Va., with the Shen- | Central Life of Des Moines for Louis- | Mr. Malony are men of wide insurance 
andoah Life has been canceled and | iana. Mr. Brown has been for many | experience. The agency was incorpor- 
Dickerson & Nicholas appointed to suc- | years a successful life insurance man | ated on July 1, 1922. With the opening 
ceed him. They have a number of years | and is well qualified to succeed in his | of a life department, they will be 
of influence behind them as well as a | Louisiana territory. equipped to handle all classes of insur 
record for large personal production. _— ance. 
The company is expecting an exception- Walter A. Harn —— 
ally large amount of business from Boris Frantz 


Richmond through their management. Walter A. Harn has been appointed a 


a general agent in the Cleveland branch 
Caulkins. Rosenbaum & Caulkins of the Missouri State Life. Mr. Harn is 
‘ ‘ | comparatively a newcomer in the insur-| more, Md., is appointed Maryland 
After 17 years as general agent of the | ance business, but has proved an excep- | manager for the Bankers Reserve Life 
Connecticut Mutual in Cleveland, David tional producer, having written consid- | of Omaha, Neb. This company entered 
L. Caulkins has taken into partnership | erably above the average since entering | the state last July. 


Boris Frantz, formerly general agent 
of the United Life & Accident at Balti- 











BANKERS LIFE INSURANCE COMPA 





OF NEBRASKA 





| 
| 
j earnings and 
| 


good insurance besides. 


saving a little each vear can create an «¢ 
protection at a small cost 


I can recommend the Bankers Life 


two good things m one 


money if vou live 


— 


| 
Home Office: Lincoln, Nebraska | 
Assets, - $21,600,000.00 | 
TWENTY PAYMENT LIFE POLICY 
| | Matured in the 
E seeceie dt rasan anions eee crane er OLD LINE BANKERS LIFE INSURANCE 
| Lincoln, Nebr. . COMPANY 
JENTLEMEN Twenty years ago today you issued me policy No. 11170 for $1,000 on the 
Seine Payment Life plan. I deposited an annual ride Bm of $26.20, a t tal of $524.00 in of 
the 20 years. You offered me four options of settlement and I have chosen the 2nd option, Lincoln, Nebraska 


and your Agent, Mr. H. O. Johnson, h 
nd a paid up policy for $1,000 on which I will receive a dividend every year as long es 
as I live. This gives me my paid up policy at a cost 


Can say that I am well pleased with 


this settlement, and shows how every young man by) 3 

state for the future, and at the same time have good Residence ........... .. .Shickley, Nebr. 

aa a at lalla ts aa eis Amount of policy................ $1,000.00 
Protection to your estate if you die—Good investment on your Total premiums paid.......... 524.00 


as handed me your check for $289.69, the 


of $234.31 and have had 20 years ot 


Name of insured.......... Albert Thornton 





SETTLEMENT 
Total cash paid Mr. Thornton...... $289.69 
And a paid-up participating policy for $1,000. 





TS 





If interested consult one of our agents or write Old Line Bankers Life Insurance Company of Nebraska, 





14th and N Streets, Lincoln, Nebraska | 
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Special Series 


UNIQUE MANUAL DIGEST 


GENERAL INFORMATION 





AETNA LIFE INSURANCE COMPANY, Hartford, Conn. Incor- 
porated 1820; begun business 1850. Morgan G. Bulkeley, Pres.; J. L. Eng- 
lish, M. B. Brainard, C. H. Remington, Frank Bushnell, Vice Presidents ; 
Cc. E. Gilbert, and W. H. Newell, Secys.; H. W. St. John, M. H. Peiler, 
and E. E. Cammack, Actuaries; E. K. Root, Med. Dir. 

Stock company writes participating and non-participating; writes 
group insurance; also writes accident, health and liability. Stockhold- 
ers limited to $9,000 per year from participating business and to 10% 
from all sources other than accident, casualty and health insurance. 

Operates in all states, territories and Canada, except Fla., La, Miss., 
and Nev. 

Leading Policies in order of their popularity: Commercial Life non- 
participating—Yearly renewable term; endowment 85, participating; com- 
mercial 20-payment life non-participating; insurance with 20-payment 
endowment 85 non-participating; endowment 85 non-participating; 20- 
payment endowment 85 participating. 

Sub-Standard Risks: On account of height and weight are rated up. 

Monthly Income: Commuted value $10 a month, $240 months, $1,731; 
60 months, $551; 120 months, $1,014. Monthly income, non-participating, 
3%% reserve. 

Dividends: Year begins January 1. 
post-mortem dividends not paid. 

Dividend Formula: Annual Premium Policies—Expense assessment of 
72.5% ol loading, leaving 27.5%, with 4.35% interest, for distriubtion, ex- 
cept for issues of 1907-199, and part of 107, where an extra charge of 50 
cents per $1,000 is made. 

Interest earning 4.35%, leaving the difference between this rate less 
the rate employed in the calculation of reserves for distribution, taken 
on the initial reserve. 

Distribution from favorable mortality equivalent to the following 
rates per cent on the cost of insurance: 25% for first year of duration, 
gradually decreasing to a minimum of 10% for the sixteenth and subse- 
quent years of duration, also gradually decreasing with advancing age to a 
minimum of 5% for ages attained 77 and over. 

Excepting term policies, which receive 12% from loading, 1.35% in 
terest on initial reserve and 5% on the cost of insurance. 

Single Premium and Paid-up Policies: Expense assessment of % of 
1%, leaving the difference between 4.1% less the rate employed in the 
calculation of reserves for distribution, taken on the initial reserve. 

Distribution from favorable mortality experience equivalent to 10% on 
the cost of insurance, gradually decreasing with advancing age to a mini- 
mum of 5% for ages attained 77 and over. 

Retroactive Principles in Practice: Some of the newer privileges are 
granted to old policy-holders, as follows: Grace in payment of premi- 
ums; increased dividends when the reserves on od policies are strength- 
ened; settlement options; reinstatement privileges except where incon- 
sistent with conditions in plan of insurance. On all funds left at interest 
from proceeeds of participating contracts excess interest is paid whether 
policy is old or new. The new disability clause may be attached to some 
life and endowment policies issued not more than 6 years previous to the 
time when such attachment is required, if furnished with satisfactory 
evidence of non-impairment, occupation and insurability, provided that the 
disability extra be paid from the original date without interest. 

The Double Indemnity prevision may be attached to old policies if the 
present age of the insured is less than 70 years and application is approved 
by the company. 

It is not the practice of the company to cance! its restrictions in old 
policies as more liberal privileges are incorporated in new contracts. 

Accident and Health: Premiums based upon occupation provides for 
weekly indemnity in case of disability for 52 weeks in any amount up to 
$250; and accidental death benefit up to $50,000. 


1922 scale first adopted in 1912, 


Business in Force: Prior to 1901, American 314%; since 3% on 
participating and 3's on non-participating: Full Level Premium Re 
serve System Non-participating, $£901,405,460; Quinquennial dividend, 


$20.768.466; Annual dividend, $262,258,737: No 
$8 264,630; Participating Renewable Term, $11,203,105. 


allotment of dividends, 
Life, $291,653,139 ; 


Endowment, $407,574,553; Term and other policies, $186,332,460; Additions, 
$255,066; Group Insurance, $318,085,180. 
1315 


Shown for all companies. Supplementary 
information not usually available. 


UNIQUE MANUAL DIGEST 
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THE NATIONAL UNDERWRITER COMPANY 




















Te GLOB 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income over last five years 590°, 
Gain in admitted assets over last five years 503°, 
Gain in insurance in force over last five years 250°; 
Average Gain over last five years 661°, 


The above figures are the results of the highest grade of service to 


policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


MUTUAL LIFE 
INSURANCE COMPANY 





T. E. BARRY, President, General Manager and Founder 





























Policy Literature, Rate Books, etc. 





$3.50 and $2.00 respectively. 


and “‘Little Gem,”” Published Annually in May and April respectively. 


NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the “‘Unique Manual-Digest”’ 


PRICE, 





EQUITABLE’S NEW SCHEDULE 





Dividends for 
Marked Increases, Especially 
for Younger Ages 





The annual dividend scale for 
has been announced by the Equitable 
Life of New York, showing consider- 
able increases, especially on the younger 
ages, while excess interest increased 
from 1.3 percent to 1.5 percent. The 
annual dividends per $1,000 of insurance 
for 1922 and 1923 are compared as fol- 
lows: 
Ordinary Life 
1923 Dividend 




















1922 — 
Divi- 5th Yr. 
Age Year dend Regular Extra Total 
25 2nd $ 4.10 $ 5.75 5.75 
4th 4.54 ¢ 
5th *8.03 6.47 $3.49 
10th 5.97 7.77 
35 2nd 4.97 6.73 
4th 5.52 7.25 
5th $10.09 7.52 4.47 11.99 
10th 7.07 8.54 8.54 
45 7.09 
7.71 
14.03 
9.56 
55 7.85 
8.96 
18.58 
13.18 
25 
35 2nd 5.77 7.53 
4th 6.59 8.34 
5th *12.26 8.75 5.34 
10th 9.12 10.66 
45 2nd 6.52 7.81 7.81 
4th 7.50 8.70 8.70 
5th *14.96 9.16 6.78 15.94 
10th 10.67 11.62 11.62 
20-Year Endowment 
25 2nd $ 5.21 $ 6.88 $ 6.88 
4th 6.42 8.14 8.14 
5th *11.59 8.80 $4.55 13.35 
10th 10.46 12.32 12.32 
35 2nd 6.33 8.10 8.10 
4th 7.5 9.28 9.28 
5th *14.03 9.90 5.88 15.78 
10th 11.39 13.00 13.00 
45 2nd 8.53 
4th 9.69 
5th 7.55 17.85 
10th 13.65 
25 2nd $ 3.86 
4th 4.35 
5th $1.17 5.77 
35 2nd Boo 4.04 4.04 
4th 2.84 4.58 4.58 
th *4.18 4.85 1.25 6.10 
45 2nd 2.39 3.68 3.68 
4th 3.12 4.32 4.32 
5th *5.45 4.68 1.77 6.45 
55 2nd 2.49 2.49 
4th 3.72 72 
5th 4.35 2.11 6.46 
*Includes special dividends. 
Detroit Life 
The Detroit Life has gotten out new 


withdrawing the old 
child's endowment. Chil- 
from 2 to 10 years of 


children’s 
exchangeable 
written 


policies, 


aren are 


1923 Shown, Giving | 


} 
| 


1923 | 


| 


INCREASE BY JOHN HANCOCK 





Company Announces Dividend Schedule 
for 1923. Showing Advances 
Over 1922 Scale 


The John Hancock Mutual has in- 
creased its dividend schedule somewhat. 


|The company reduced its dividend 
| schedule in 1920 but since that time has 
| increased each year. The 1923 schedule 
| is as follows: 
| Ordinary Life 
| Age 4 30 35 40 45 55 
22.35 $25.88 $30.55 $36.86 $57.37 
}1 3.01 3.18 3.39 3.66 4.59 
| 3.09 3.27 3.50 3.82 4.82 
| 19 3.16 3.37 3.62 3.97 5.04 
3.25 3.46 3.75 4.12 5.27 
3.33 3.56 3.87 4.28 65.49 
| 3.42 3.68 4.00 4.44 6.71 
3.50 3.78 4.14 4.59 5.95 
3.59 3.90 4.28 4.76 6.17 
3.69 4.01 442 4.94 6.39 
3.79 4.13 4.57 65.11 6.62 
3.88 4.26 4.71 5.28 6.85 
3.99 4.38 4.86 5.46 7.07 
4.10 4.51 5.02 5.63 7.29 
4.21 4.65 5.17. 5.81 7.52 
4.32 4.78 33 5.99 7.73 


20-payment life, | 





















20 Payment Life 
Prem, $28.55 $31.37 $34.87 $39.25 $44 
1921... 3.46 3.59 3.76 3.98 
Issued 
1922.. 3.33 3.46 3.60 3.81 4. 
1920 3 57 3.73 3.92 4.16 4. 
1919 3.70 3.88 4.08 4.35 4.6 
1918. 3.84 4.03 4.26 4.55 4. 
1917. 3.99 4.19 4 4.75 5.1: 
1916 4.13 4.36 4 4.96 5.36 
1915 4.29 4.53 4 5.18 5.60 6.75 
1914 4.45 4.71 5 5.40 5.84 7.04 
1913 4.61 4.90 5. 5.64 6.10 7.33 
1912 4.79 5.09 . 5.88 6.36 7.63 
1911 4 5.2 5.67 6.12 6.63 7.93 
1910 5 5.90 6.37 6.91 8.24 
1909 6.14 6.65 7.19 8.56 
1908 9; 6.39 6.91 7.50 8.89 
20 Year Endowment 
Prem. $49.13 $50.14 $51.77 $54.53 $67.07 
Issued 
1922 4.3 4.40 4.51 
1921 4.57 4.67 4.78 
1920 4.84 4.94 5.06 
1919 5.12 5.23 5.34 
1918 5.41 5.52 5.65 
1917 5.71 5.82 5.96 
1916 6.03 7 6.15 6.27 
1915 6.36 6.47 6.60 
1914 6.71 6.75 6.82 6.95 
1913 7.07 7.11 7.18 7.29 
1912 7.44 7.48 7.55 7.67 
1911 7.84 7.87 7.94 8.05 
1910 8.24 g.°8 &.34 8.44 
19098 8.67 8 70 8.76 8.85 
1908 9.11 9.14 9.19 9.29 
Provident Life & Trust 
The Provident Life & Trust dividend 


1923 will amount to 


ap- 
proximately 15 cents per $100 of reserve 
nm premium paying policies and 20 cents 


increase for 


per $100 of reserve on paid-up policies. 
The new schedule has not been sent out 
as yet. The 1922 scale was the same as 
used in 1915 so that this increase will 
mean a lower net cost than prevailed 
prior to the war. The 1915 schedule has 


continuous use with the 
reduction in 


excep- 


1920. 


been in 
tion of a temporary 





Central Life of Iowa 


Central Life of Iowa is 
plating an increase in dividend 
for year beginning April 1. However, 
no definite indications have been made 
as to the schedule to be 
adopted. 


contem- 
schedule 


The 


change in 


Royal Union Mutual 


The Royal Union Mutual has changed 

its dividend years to begin April 1, and 

lexpects to make another increase in 
| schedule at that time. 


age on ordinary life, 

°0-vear endowment and endowment ma- 
turing at age 21. The death benefit is | 
graded upon age of child at time of his | 
death In any case when the child is | 
10 years old, full face is payable as death 


benefit Medical examination is 
quired for children 10 years or less when 


the amount is not more than $500. The 
rates for $1,000 ultimate amount insur- 
ance are as follows: 
Ord. 20-Pay. 20-Year End 

Age Life Life End. Age 21 
2 $10.69 $17.91 $42.14 $42.95 
5 11.37 18.77 42.05 53.11 
10 13.21 21.17 42.59 83.20 


not re- | 


Life Notes 


superintendent of 
agencies of the State Mutual Life of 
Worcester, Mass., was the guest of 
Frank A. Johnston, general agent’ in 
Pittsburgh, last week 

Russell H. Knight, who has been trav- 
eling for the Massachusetts Mutual Life 
in southwestern Ohio, has purchased a 
newspaper at Lynchbure, O Mr. Knight 
was formerly advertising manager for 
the Wilmington, O., News-Journal 


Stephen Ireland 
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NEWS OF LOCAL ASSOCIATIONS 
on Here’s Another Booklet Th 
NEW OFFICERS AT CLEVELAND | “nce. The resolution recited the impor- eres Another Booklet Ihat 
a tance Of insurance as a business: that Th d Will W R d 
John H. Byrne Heads Life Underwriters | ‘"® Companies and agents pay into the seen . antto Nea 
: : : State $350,000 a year only a portion of 
for Coming Year—Big Attendance which is expended for the support of ae 
to Hear Woods the Geamstuneut: Ghent Chew eee the tasanes T OW it is the Booklet of Bouquets that the Columbus 
contributors to the state general fund 1 Mutual Life is sending out from its Home Office at 
CLEVELAND, O.. Dec. 5.—John Hi. | #8ide from the general put niall Columbus, O. A pamphlet, reprinting the article from 
yrne, special agent in the Murray & | these facts entiti inderwriters t a salesmen’s magazine, im which The Columbus Mutual 
\Walker general agency of the Penn Mu- | “5* °f the state that it expend enough was declared to be the “Miracle” of Life Insurance, has 
was chosen as president of Cleve- | ™°"*”, e department t insure its been read by thousands and this new one, too, will be 
cit. Kladereeiinen a6 he seme =p age gar vege as eagerly sought. It is one of the most unique things in life 
eting Friday to succeed Walter H services of eX} a —_ bi — history. 
. Mr. Byrne served as first vice- | superintendent sig , The new booklet contains expressions from Agents of 
sident this year, and his advancement H. J. Kirs tein, H. H. I The Columbus Mutual, Agents, General Agents, Super- 
1s in accord with the policy of the |#2@ M. L. I r were named visors, Managers and Officers of other companies and from 
Civcdialil. uauaeiatieds Se aitadenin Ge itt to ke non tons men now in other lines experienced in life insuramce. They 
sidence between general amente pad | 20t the coming vx wel 1cted tell what they think of the Distinctive Columbus Mutual 
ar peees, ‘ : to re rt the Ja uary me¢ g. The System. Some recall with satisfaction that over a dozen 
J. W. Chapman, general agent of the sa Po age Y es Coeneee os years ago, they predicted the wonderful success that has 
Actna, Was Chairnmian of the nominating { * - be on fits aan — rot I = + ae “= been achieved by this company. 
‘ lmlittes and its entire slate was | method Charles M. Keefer and M I One says he classifies Life Insurance Agents three 
elected unanimously, The other officers | Palmer presenting each a case for dis ways: Those who sell Low-cost insurance and receive Low 
, Harold Pearce, general manager | cussion Commissions, those who sell High-cost insurance and re- 
Guardian Life, first vice-president: John * * * ceive High Commissions, and those who sell Columbus 
; York, special agent State Mutua! Cincinnati, O.—The Cincinnati asso Mutual Low-cost insurance and receive Full and Complete 
second vice-president, and Joseph Loebe | ciation held its regular monthly meeting Commissions. 
general agent Berkshire Life, treasurer. | MOm@4y- The feature of the meeting If you think of a change ig connections, write your 
Clinton F. Criswell continues as execu- | “5,8” dress by Rev. W. A. (“Billy”) name and address on the margin of this notice and forward 
tive secretary under appointment of the | "W927. oe ee eee eee to the company at Columbus, Ohio. You'll receive the 
yoard of directors. E. B. Hamlin, gen- | 500 members of the local associati S = . Booklet of Boquets. No obligation is involved. The 
eral agent National Life of Vermont, | representative business men. Many of Columbus Mutual’s production for 1922 will greatly exceed 
nd E. P. Moulton, Travelers. were |the leading bankers of the city wer. the production for 1920, considered the “wonder year” in 
elected on the board, to succeed Wm. L. | presez insurance. The Columbus Mutual has passed in production 
McPheeters and R. C. Allen. whose The meeting was presided over by 42 companies organized before it was founded—some of 
terms expire. Emmett Pe bles, president of the ass them many years before. 
Interest in Woods’ Address Sund va ir . oh % ~~ inte , a ~e... 
Another record-breaking crowd turned , PTi#te Speech 
cut to hear Edward A. Woods speak on = = 2 
The Advantages of Selling Life Insur- Philadelphia, Pa. Samu Vauclair 
ance to Fit Needs,” the substance of | President of the Baldwin Locomotive | [fr ite 4 — 
which appears elsewhere in this issue Works, and James E. Kavanagh, third | |} 
Walter H. Brown, the retiring presi- | V! president of the Metropolit Lif | ad nd 
dent, said in his annual report that much | * be ul s Kers a he December 
se talent anaes SL oataaucescectes | American National Insurance Company 
n the curbing of twisti ilso that the | Thursday evening, De 7 It is tic 
eosare ” - en one ~ CF nan pat : - ut there will be er ww DP OF GALVESTON, TEXAS 
finar ee were in he bes x. dition in tiie tae : m.. . W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
, ~ ea Ay em ' . oe oe B warty oat a — = vs a, “ ~ 23 \ ‘ . | President Vice-President Secretary 
been shown by the unusually large a New Eng Mutu Life na ne | 
an Sean ly she enenniy Tales ah | See er ie dhe Dee tions | SEMI-ANNUAL STATEMENT JUNE 30, 1922. 
combined atten e at the last two poke t mee | 
ngs wW larger than the whole Ma ‘ s ASSETS LIABILITIES 
sais calitineeiuaee, Caimi: tis te Mr. Ar discu | Real Estate Owned.......... ..$ 937,224.46 Net Reserve (American Experi 
4 resolution was approved appre Me ; é | Mortgage aans (First Lien).. 4,857,864 45 ence 3 and 3%%).. .«» $10,438,249.92 
g the years of faithful service and | “ e po A ere Policy boldere 25,000.00 Reserve for Death Losses in 
isant friendship of R. Cc. Allen, wh “re this Compa: fom . ol ee 1,359,180.76 ve ; . Ra ay t, of none 
xpects to leave shortly to take up per- Los Angeles, Cal.—A 2 AE PERL 3,739,332.94 milo ae eee a ee age 
manent residence in Los Angeles Mr nd invited guests at } Cash in Banks - 1,348,642.85 Reserve for Taxes, etc......+.+. 58,293.06 
\llen responded in his characteristic cor- | monthly dinner-1 ‘ | Certificates of Deposit : 18,781.00 t nearne toh LETESTS. «++ severe 19,070.48 
manner, expressing his regrets in| Angel Assoc ! Sy S | Interest Due and Accrued...... 267 901.44 All other liabilities..... +. 169,706. 
ving his life-long associates in the! Ss, ¢ reported 1 ’ , Deferred and Uncollected Prem- —— Pa patos $ soaenn.6e 
iness impaign started ! 1 | iums (Less Loading) ee ae 258,909.09 =. . ee 13 4-4-4 
o@<s a | Premiums actually collected and fe wa “abate - ms - 
! in transmission to Home Of- meres 1 ’ one 
Des Moines, ta.—Th« Des M« es ‘ 125 a } | GOR cccccccccces secccccecces 37,032.91 Holders 2,108,916.55 
\ssociation has go to bat for Arthur J. Dabney Day 
Savage for another term as insurance | ! N B I \ | Total Assets......cccccceses $12,849,869.90 WOON ecccncocececocvcocecond $12,849, 300.90 
miss é mee ng or the ol I ! i f | . . . 
ganiza ay night, this reso- | An r xt | Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
n Ww vith e s and u é ! n 
with di ing vot it night desire to ask Mr. Day, and the in- | || Operates in Nineteen States and the Republic of Cuba 
Whereas he term of fT of vy was n Deo vx 1 
s £ nsuran ! ssio r of lowa ater 
sored hg Bay Bagg yale ME podntngy A -agffennd a My ‘“‘ANCHOR TO THE ANICO”’ 
Life Und iters, 1 senting 1 its wl | ‘ - 7 ™ —— 
bershi practically a e% egal M | - —— 
rve ! i es « ing b ness i the itive 
ha fou hin I I st <« ir- ( s W H r. v ; ORAL = lL > > M 7 > 
, and mside j llin of \ ( Lif 
bus vhich they have o« sion r \ N : 
rete! i ] 
Wi) heir o} : 
1 é mos ffici it ira ‘ Columbus, 0. Darby A. Dd c 
, ners ‘ State I é d I er for t) M l Lif Ne . . 
= the people and their interests as | York and presider Ass A Safe— Sure— Satisfying 
ers 1 additi : of f lerwt ‘ } - Me 
ee ee as aker before tl ber meet Reinsurance Service 
rl 9 f P ’ it Yr ve ‘ re- } me Y ot ! y | he 
tfully ure s reap] and | « ! ” It . 
ta copy oft nes ré ALO pr l r ren ; 
ed t N I Kent ia é I f ? for ed d « } 
t - association low ! f ( tend Hot ( 
i to the press sed. Mr. Day had been annot i 
Commissioner Savag er! ex es vertised br 1 f the r 
l Insu ! r re f ‘ s t l 
ging Gove Ix i to 1 | I es m out that mas 
New Mex f 
Lincoln, Neb. \t De mber meet v) } } »n00 far 
of the Lin n associa na resolu this year has t ff Mr 
was unanimously adopte xpress Day. as is his custom devoted his tin C 
g the opi I of tl asst ition | partly to a plea for greater associat 
i te oer | ates er ne prs | Oy TheReinsurance Lif 
n should be named to succeed Bruce | extensive sale of monthly income in es Moines 
ung as state commiss er of insur- | surance 
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ied Like Finding Money! 


The ability to write just one exira prospect each week, is 
practically the same as finding money on the street. 


Medical Life offers a way of writing that one extra prospect, 
for no one prizes life insurance more highly than a person who 
has been denied its benefits—a person who has been rejected 
as “Unfit.’’ 

Medical Life writes a policy to fit the peculiar requirements of 
this particular class of people, giving them broad coverage at 
exceptionally attractive rates. 

Write for further details and for full information about our 

* agency proposition. 





” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 
I. G. LONDERGAN 


Secretary 


E. E. BROWN 
Agency Supervisor 














1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 
Imeurance in force ...... weeeececees s+ $286,934,616.49 
Admitted Assets.....................$ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68%, of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 

















COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in 


Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a “Direct With The Home-Office” 
agency contract with this company. 


Correspondence invited. 


Address H. C. MASON, Pres’t. 




















WA N T E D District Managers for 
Lima and Cincinnati, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 

















WITH INDUSTRIAL MEN 











INDUSTRIAL MAN’S BIG FIELD 


Many Agents Do Not Realize How 
Many People They Can Sell or How 
Much They Can Offer 


PHILADELPHIA, PA., Dec. 5.— 
Joseph L. Durkin, secretary of the Home 
Life of Philadelphia, says that during 
times like these, when business is not es- 
pecially easy to get, industrial life men 
need to be strengthened with the thought 
that they have the widest kind of field in 
which to operate. Often, Mr. Durkin 
states, the man on the debit gets to think- 
ing that his business possibilities are con- 
fined simply to those families with which 
he has already done business. Worse, he 
sometimes feels that prospects in any one 
family are very limited. Industrial sales- 
men with most companies, Mr. Durkin 
points out, have a complete line. They can 
sell all forms of ordinary business, child’s 
endowment, life insurance for women—in 
fact anything in the way of life insur- 
ance that the average family needs. Quite 
frequently industrial men fall into the 
way of selling a small weekly policy to a 
woman in placing a small endowment on 
a child. They pass up entirely the oppor- 
tunity of selling an ordinary life contract 
to the principal member of the family. 
They lose sight of the fact that his ac- 
quaintance and friendship are of the 
greatest value to him. They have to be 
reminded of what they have to offer and 
the numerous sales possibilities that are 
before them. In that connection Mr. Dur- 
kin said: 


Cites Coal Field Business 


For an example of what I mean, what 
happened to our men in the anthracite 
coal fields of Pennsylvania will serve as 
a good illustration. As you know, we 
had a strike up there that lasted much 
longer than anyone thought it was going 
to at first. Our men kept right on work- 
ing for a time on their old debits, but 
soon the situation began to get serious. 
We had to keep our business in force by 
attaching liens to our policies. After 
this had been done our men saw how 
useless it was going to be to try to get 
new business in the towns where they 
had been working. We urged them to 
get out into the country districts. We 
pointed out that the farmers were not 
affected by the coal strike, that crops 


were good and that there was a strong 











NEWS OF THE PRUDENTIAL 


Many Honors for Service and Produc- 
tion, as Well as Promotions, 
Are Announced 


Agent Albert Roussell of the St. Louis 
No. 3 
continuous service. As a 
this important event, the staff of the St 
with 


staff, has completed 35 years of 


testimonial of 


Louis No. 3 district presented him 
35 aplications for insurance which were 
issued to his credit. In addition he re- 
ceived a certificate emblematic of his long 
years of service.. 

Agent H. A. Campbell, of Springfield, 
Mass. district, has been made assistant 
superintendent in the same district. 

Agent Stephen A. Bunker of Saginaw 
Mich., has been promoted to assistant 
superintendent in the same district. 

Sylvester B Conway, Minneapolis, 
Minn., and Arthur W. West, Detroit, No 
3, have been advanced to assistant super- 
intendent, 

Harry C. Grummitt of Ashtabula, has 
ben placed in charge of that assistancy, 
which is operated from the Erie, Pa. dis- 
trict. 

Edward T. Volker, who entered the 
service as an agent in the Cincinnati 1, 
district, on December, 1920, has been ad- 
vanced to the position of assistant super- 
intendent in the same district to succeed 
Superintendent Charles H 
Ricking, who, has been made a special 
assistant superintendent. 

The following were recently promoted 
ranks of the Coast 


Assistant 


to the assistancy 
division: John H. Zielie, Portland, Ore.; 
Otto Vollmer, Denver, Colo.; Gordon J. 


Pasadena, Cal.; Charles W. Funk, 
George C. Nolan, Los 
Ryan, Los Angeles, 
Sacramento, Cal.; 


Page, 
Los Angeles, 1; 
Angeles, 3; Ernest J. 
3: Henry Boothman, 
Thomas F, Allen, Pasadena, Cai.; Leonard 
Scott. Los Angeles, 2; George Sutherland, 
Pueblo, Colo.; Arthur E. Pollexfen, Los 
Angeles, 1; Roscoe C. Holmes, Los An- 
geles, 2; Marshall J. Renzenhausen, Pasa- 
dena, Cal 

On Dec. 24, Agent Avery S. Dehority of 
the Peoria, IIL, district will have com- 
pleted 25 years of continuous service, 
which will entitle him to admission into 
the Prudential Old Guard. 
Industrial 





agent of the 


The leading 
Rochester 2 district is Rola A. Darron, 
whose career as an insurance man began 


in August, 1918. Mr. Darron also led 


the district in 1921 and ranked six among 
the company’s leaders for that year In 


adidtion to his excellent Industrial rec- 
|}ord he maintains an exceptionally good 
condition of accounts, with arrears of 

than 2 percent and advance pay- 


demand for everything that the farmers | 
| ments of over 33 percent. 


were going to harvest. It took a great 
deal of persuading to get men who had 
worked in the city on industrial debits 
all their lives to try their hand at coun- 
try soliciting, but they finally did it. 


There was nothing else for them to do 
if they wanted to stay in business. 
Were Surprised at Results 
They were surprised at the results. 


They were trained to do hard work, and 
so were not afraid to solicit from early 


morning until late at night. They 
pounded away at the farmers just as 
they had at their city prospects. They 


did a fine business, cleaned up all of the 
prospects within a wide radius of their 
towns, and just about the time they had 
finished the coal strike was settled and 
they were able to go back to work again 


on their debits. The point is that their 
eyes were opened to the business that 
was all around them and that is what 
i mean when I say that an industrial 
man needs to be shaken up every once 
in a while and’ shown just how many 
kinds of people he can sell, and how 
many different forms of policies he has 


to offer. He has, in fact, a stronger 
hand than any other man in the selling 
end of life insurance if he only knows 
it Something has to happen every once 
in a while to remind him of it 


Seek Amendment of Kansas Law 
The big life which write 
insurance make another 


companies 


industrial will 


less 


Arthur Traver, agent at Catskill, N. Y.. 
has completed 25 years of faithful serv- 
ice with the Prudential and becomes a 
member of the Prudential Old Guard 


lago the state supreme court held that 
; industrial policies were life insurance 
subject to the 30-day 





effort in the coming session of the Kan- ! 


sas legislature to secure an amendment 
to the Kansas forfeiture law which will 
exempt the industrial business from the 


operation of this statute. Some 


and therefore 
notice requirement of the foreiture law 


This has been the cause of some con- 
fusion and a great deal of trouble to 
writing industrial busi- 


the companies 
and in previous sessions of the 
legislature efforts were made to amend 
the law. These efforts failed chiefly be- 
eause the members were afraid of what 
might happen to the forfeiture statute 
and they would not permit any changes 


to be made 


ness 





John Hancock Changes 


The following John Hancock men have 
been promoted from the agency ranks to 
assistants in the districts of their serv- 

nhen H. Lett. Detroit 2; Jos. C. 
Mulligan, Waterbury Edw W. Miller 
Newark: Thos. J. Hayes, Syracuse; John 
R. Hopkins, Philadelphia 

Frank M. Quinlan has been 
from agent at Holyoke to an assistancy 
at Fitchburg Nicholas 
been promoted from agent at New Lon- 
superintendent at 


ice St 


promoted 
Sassano has 
don to assistant 
etady 
Sebastian M. Lovergine has been trans- 
ferred from the position of assistant-at- 
Brooklyn 1, to 
and Ravid N. Sanders, from 


Schene 


large at assistancy at 


New York 2 


years | Newark to Elizabeth, N. J. 


othe 
tica 
reac 
fam 
tivit 
wor 


fits 
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ATTITUDE. IS CHANGING 


} 


EMPLOYERS MORE seaaaundl 


Desire to Do Things for Workers | 


Responsible for Present Progress 
in Group Insurance 


NEW YORK, Dec. 5.—The growing | 


tendency of employers to do something | 


for employes other than give them a 
wage that is controlled by iorces largely 


beyond their direction is responsible in a | 


measure for the big production of group 
insurance and will be an important tac- 
tor in its development and expansion in 
years to come. Among the evidences 
of this growing tendency other than 
group insurance are club houses donated 
or financed by employers, gymnasiums, 
employes’ outings, lunch rooms and 


cafeterias that sell at less than cost, | 


athletic fields, bonuses, cooperative buy- 
ing associations, and profit-sharing. 


Never Before Systematized 


Until recent years employe welfare 
work was done according to the whims 
and fancies of generous hearted employ- 
ers. They had little perspective on the 
value of different things that they pro- 
vided for employes. Then came the 
personnel workers who began studying 
various methods and plans assiduously 
and seriously. Some did very excellent 
work while others let theory and preju- 
dice guide them into false channels. 


Then came the reaction of 1920 and 1921 | 
and out went many of the mistakes of | 


personnel workers and the men and 


women who made them. Not being a | 


mistake, group insurance remained 
where it had been placed. There were 
very few lapses in the period of reaction 
and there was a fairly satisfactory pro- 
duction of new business. 

The tendency to do things for em- 
ployes has been increased, of course, by 


the activities of those life insurance men | 
who have talked group insurance, and | 


in Many Cases insurance men are respon- 
sible for changing the attitude of many 
employers toward their workers. 


| 
They have introduced a little warmth 


into blood that formerly ran cold and 
group imsurance has been followed by 
other moves for the benefit of workers. 

Group insurance is so inexpensive and 
its return to the employer is so great 
that it has become the first step in 

any a program of employe welfare 
work, The premium for group insur- 
ance 1s a mere bagatelle when com- 
pared to the cost of profit sharing and 
it has the advantage over nearly all 
other measures in that it reaches prac- 
tically every employe, and it not only 
reaches the employes but the employes’ 
families. Many oi the other welfare ac- 
tivities benefit only a small portion of a 
working force. Group insurance bene- 
hts every member. 








To Head Women’s Department 


Miss Blanche Greenberg, for many 
years in the office of Nathan Feinstein, 
orthern Illinois manager for the Secur- 
ty Mutual Life, has been ees 
superintendent of a newly organized 
women’s department and will organize 
that work throughout Mr. Feinstein’s 
territory. 











AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President ROOKERY, CHICAGO 


INSURANCE IN FORCE DEC. 31, 1921 : ' ‘ $37,100,961 
Assets : . ; , ‘ ' : ; : 4,442,069 
Payments to Policyholders since Organization ; ° ; 3,727,743 
Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and 
Manager of Agencics 








Dyouble Indemnity 








BUILD YOUR OWN BUSINESS Vs or _ 
peeinnin ey na I Mhhhitic lai. GT, 


\inder Our Direct General Agency Contract 


Reducing Premiums INSURANCE CO. 
abe THE NEW LOW RATES 66 BROADWAY NEW YORK 


ORGANIZED 1850 
i — 





Disability Benefits 

















THE NATIONAL UNDERWRITER 








December 7, 1922 





More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
$ 5,614,764 $10,279,663 $ 28,295,931 
371,106 613,615 1,294,394 
49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Fiesta. Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Assets 
Policies in Force 
Insurance in Force 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 

















New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





. $82,072,020 
48,641,846 
609,415,082 


New Insurance Paid-for, 1921. . 
Gain in Inmsurance-in-Force .. . 
Total Insurance-in-Force ... . 





New England Agents Write Persistent Business 





| posing 


| him reason to believe 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 


}is the best 
| to forget those that are 
ius. Can we not become more alert to 


four responsibilities and get 


| our insurance families? 


] 
ance 
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| ANALYZES FAVORABLE TREND OF MORTALITY 








of our companies show from 7 percent 
postponed for insurance. These persons 
show at examination all types of dis- 
orders and impairments. All of them 
are important, and a large number are 
remediable under prope cae. Each year, 
of the persons rejected for insurance 
about 15 percent, the figures 
somewhat from company to company, 
have indications of incipient or ad- 
vanced nephritis. Five percent of the 
rejected persons are either diabetics or 
are judged likely to become such. Over 
10 percent have suspicious respiratory 
signs, or have active respiratory disease. 


About a quarter of them have one type | 


or another of heart impairment. <A 
small proportion, indeed, are of such 
generally low physical grade as to war- 
rant rejection, although lacking in an 
particular outstanding organic - 
ment. 
proportion of these applicants are abso- 
lutely unaware of what is the matter 
with them, and learn for the first time 
of the existence of the impairment when 
the notice of rejection reaches them. 
Consider what it means for a person 
who has in good faith asked for insur- 
ance, to be told that it is not available 
to him because he is suffering from one 
or another disease. That man’s atti- 
tude is often one of angry disappoint- 
ment, but his second reaction is one of 
inquiry into his state of health and of 
determination to do all within his power 
to make himself physically fit. 


“The psychology of the situation is | 
perform- | 
! ‘ Yet, | 
in spite of that, most of us do hardly 
anything to assuage the disappointment | 
| force, believing that it can secure better 


entirely a favorable one for 
ing constructive, remedial work. 


of the individual or to help him get 
well; perhaps we incur his resentment. 
In any event we waste an opportunity 
for making a friend and well-wisher 
out of him. 

Companies Should Aid 


“We should, I believe, work out a 
way of informing rejected and post- 
poned applicants of the causes for re- 


jection or postponement in every case 


where we can safely do so and by that 


I mean every case where the medical | 


findings are so positive and indisputable 
that disclosure would not involve op- 
opinions and consequent per- 
secutions of the medical examiner fol- 
lowing discussions the family 
physician and applicant—a_ situation 
that must always be avoided. We 
might, too, carry through our strok 
and suggest that he place himself un 
der proper medical supervision and give 
that he may be- 
come insurable in the future I am 
convinced that the time is rip¢ 





for our 


|} companies to lead the way in suppress 
| ing this prevailing waste of opportun- 


ity for signal public service, and to 
work out a method by which the valu- 
able information on the applications can 


| be made available to the rejected and 


This service should 
slightly 


standard 


postponed applicant 
include, those 
impaired who are taken on 


] 


pl 


also, persons 
ins. 

“But this is only the beginning. It 
habit with some of us in 
our everlasting drive for new business 
insured with 
interested 
with us in 
Many a man is 
exan 


in those who have joined 


accepted who shows on thx nation 
record evidence of some minor impatr- 
ment, not warrant rejec- 
tion or to question his insurability, and 
yet important from the point 
of view of the individual’s welfare and 
of his family to justify intelligent, ef 


sufficient, to 


enough 


| fective follow-up, with the giving of 


helpful advice 

“Medical examinations § are an ex- 
pensive part of the cost of life insur 
administration. We can 


make them worth all that they 


varying | 


; impair- 
It is our experience that a goodly | 


| life, move to Iowa. 


easily | 
cost, | 


> \ | and a great deal more, through the sim- 
to 10 percent of applicants rejected or | 


ple expedient of the periodical follow-up 
examinations of the insured 
with us. Fortunately, this matter is 
no longer in the experimental stage. 

“These two activities would seem to 
me to make at the present time a good 
beginning, which not one or two com- 
panies, but all companies, might well 
undertake. They are works whose 
benefits are, fortunately, quickly visible; 
they appeal to the individual's sense of 
for health giving service ren- 
dered they good will for insur- 
institutions. In this latter re- 
periodical medical examinations 
for themselves.” 


persons 


gratitude; 
make 
ance 
spect, 
more than pay 


| 


Shenandoah’s Training School 


A school of instruction for the agents 
of the Shenandoah Life is being added 
to the home office. This school is pat- 
terned after the company’s field school 
of instruction and will be of benefit 
especially to the home office district, 
but any of the agents who so desire can 
attend the home office school. This 
school will last four or five weeks and 
will not only take up the theoretical por- 
tion of life insurance salesmanship and 
life insurance practice, but will also take 
up the practical end of it, the men being 


| given an opportunity to solicit in com- 


pany with experienced men. 

This school will be under the direct 
supervision of W. F. Macallister, agency 
manager, assisted by District Supervisor 
W. T. Corwith. 

The company is giving considerable 
thought at the present not only to 
proper selection, but to the proper train- 
ing and proper supervision of its field 


results with fewer field men in this way. 


Iowans Longer Lived 

If you wish to add five years to your 
r That is the advice 
of Commissioner Arthur C. Savage, 
who told the Professional Men’s Club 
of Des Moines that Iowa people live 
five years longer than residents of any 
other state in the union. 

“Don’t quote me as authority for this,” 
he said, “My information that this is 
from Miles M. Dawson, New 


true is 


| York. 


Travelers Passes $2,000,000,000 
Branches of the Travelers received 
he home office this week 


nessages trom th 


to the effect that the Travelers has 
reached the $2,000,000,000 mark in life 
insurance in force. On March 1, 1917, 
the company had $500,239,035 of life in- 
surance in torce On August 18, 1919, 
the $1,000,000,000 mark was reached. In 

ee vears, th and a half months, 
the c« in\ has doubled the amount 
of imsuranc in force a now stands 
6th in tl country for the amount of 
ife insurance in force, this amount in- 
cluding group | insurance. 


Detroit Life’s Increase 





The Detroit Life reports new 
written for the month of November at 
$2,000,000. This compares with $904,000 
of new business written in November, 
1921; an increase of $1,096,000, or 121 
percent, 

This brings the total of new business 
written bv th Detroit Life for the 11 
months of 1922 up to $15,000,000, This 

ires 2,000 of w busi- 

s writt ' R rst 11. me S 
ot 1921: an ncreas ot $5,028,000, 
better tha 0 percent 





Com] iV il £ ito for the 
Northwestern Na 1 Lif has been 
|} introducing his friend t s father a 
lively S0-year-old boy of Zanesville, O 
who i n his way to spend the winter 
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KINGSLEY URGES ABLE 
DEFENSE OF BUSINESS 


(CONTINUED FROM PAGE 2) 
‘money in sight.’ ‘Why,’ cries the dem- 
agogue, ‘should this money not be used 
to relieve our particular distress?’ 
distress may be the result of war or of 
unsound economics, or it may not exist 
at all, That makes no difference. 
not legislatively take these companies 
by the throat and shake the necessary 
money out of them? Why not tell them 


This | 


Why | 


companies became outside of New| 
York. What is the condition now? 
“The four New York companies have 
increased their outstanding insurance 
from $6,800,000,000 at the close of 1906 
to $15,700,000,000 at the close of 1921. 
“All other companies which at the 
close of 1906 had about the same 
amount outstanding as the four New 
York companies, had just under $30,- 
000,000,000 in force at the close of 1921. 
“The total insurance outstanding in 


} all American companies was then $13,- 


that they shall not do business in our | 


state unless they meet our particular de- 
mand? The judgment of directors 
might not approve of the investments 
or practices that such laws would com- 
pel; but it is easy for legislators to for- 
get, when they enact such laws, that 
they assume no responsibility—full re- 
sponsibility remains with the men 
whose discretion they have invaded. 
Bluntly put, executives of the right cal- 
ibre, finding in life insurance only the 
lure of a great service, and practically 
none of the lure of this world’s goods, 
may not seek the business, indeed they 
will shun it, just as our best men now 
shun public life, if it ever unhappily 
appears that the politician and the dem- 
agogue, under any pretext whatever, 
have in any considerable measure come 
into control. 
Tax Danger Great 


“It is time for some plain speaking 
on this subject. The thing that always 
especially invites attack, and unhappily 
by honest men who have no capacity 
for measuring values, is executive sal- 
aries. 
have been neither imperiled nor threat- 
ened by any salaries hitherto paid nor 
are they imperiled by any now paid. 
Here and there a man who lacks the 
right spirit may have been well-paid, 
possibly overpaid, but the ‘crusaders 
have never received more than a frac- 
tion of their worth. The peril to policy- 
holders lies elsewhere. Just at this 
point let me state a few facts taken from 
the records of my own company: 

“The New York Life paid in the five 
years preceding Jan. 1 last, over $15,- 
700.000, in various forms of taxes and 
fees, excluding real estate taxes. Dur- 
ing that same period the company paid 
its entire home office force, including 
its executive officers at home and 
abroad. its 2.200 clerks and heads of de- 
nartments, its medica! examinations in 
the home office, all overtime service 
and all directors’ fees. $14,546,000. 
Taxes, in other words, absorbed more 
of the policy-holders’ money than the 
entire cost of home office management. 
Of the $15,700,000 paid in taxes about 
one-half went to the federal govern- 
ment which gives us no supervision. 

General Development 


“The past 16 years cover the most 
brilliant period in the development of 
life insurance. In that time it has done 
more work, done more good, justified 
itself more completely, than in all the 
previous years of its existence. And 
vet just about 16 years ago, New York 
state declared that three of its own 
companies were already too large and 
that, unrestricted, they would soon be- 
come a serious menace to the commun- 
itv. One of the phases of that menace 
was declared to be the difficulties that 
small companies had in meeting their 
competition. The way to remedy that, 
said the representatives of the state. 
was to eliminate that competition by re- 
strictive legislation. A code of laws 


hased on these ideas was enacted 
What fotlowed? ; 
“After a vear or two of struggle 


against the limitations in the New York 
statutes. some of which were soon made 
less restrictive, these three companies 
and a fourth New York company. 
which has since outstripped them all 
entered on a period of unprecedented 
crowth. Contemporaneously began the 
amazing development in the central. 
western, southern and Pacific states 
“The faster the New York compa- 
nies grew the more numerous the new 


500,000,000; now it is 
which shows: That the New York com- 
panies were not in 1906 anywhere near 


| covering the field; that they had not 


The interests of policy-holders | 


+} meeting its 


prevented the organization or growth 
of new companies; that these restric- 
tive laws have prevented the organiza- 


$46,000,000,000; | 


tion of new companies, because in that | 


16 years several New York companies 
have reinsured and no New York com- 
pany has been born, whereas 138 new 
life companies have been organized and 
have reached the point of going con- 
cerns in territory where these laws are 
not controlling; that the ‘serious menace 
to the community’ idea was, to put it 


| mildly, an error. 


Advances of Life Insurance 


“Has any other line of 
deavor written a finer chapter in those 
15 or 16 years? Has this growth, 
greater than any man could then have 
toreseen as possible under any con- 
ceivable circumstances, whether we con- 


human en- 


sider the companies collectively or 
severally, been anything but a great | 
public benefit? Has there been any- 


where wrought by any other hands a 
service more helpful in war and peace? 

“If life insurance has at any time 
made marked progress against the 
deadly inertia of human nature it has 
been in this period. This has come 
about, not simply through promptly 
legal obligations, but 
through its service to the public. Its 
investments went en bloc behind the 
plans of our governments in war, and 


have since reached the remotest policy- | 


holder and fostered the public welfare, | 


through policy loans, the purchase of 
municipal and public service. 
through mortgage loans, and, let me 
emphasize this, through the welfare 
work of that amazing institution, the 
Metropolitan Life, guided by the Jupiter 
of the life insurance heavens, Mr. Haley 
Fiske. 

“Nevertheless certain uneasy 
seem to be preparing to ‘reform’ liie 
insurance again, although the 


1 
souls 


abuses 


which admittedly existed in 195 have 
not been repeated and, as I believe, 
no other business great or small is 


managed with finer fidelity. 

The third factor in ideal representa- 
tive government, efficiency, inevitably 
rests with us. That completes the trin- 
itv: responsibility, integrity, efficiency, 
and the greatest of these is integrity 

“Life imsurance is having and will 
have a hard fight because it directly 
attacks many ancient views. It has 
always to fight the deadly inertia of a 
deadly conservatism. 

“But in spite of all that we are ad- 
vancing because—First, the scientific 
method is gaining ground; second, in 
us and in what we represent life in- 
surance has had and has a valiant army 
which has made it by more or less 
heroic methods an applied science. 

“Nothing changes a communist or a 
radical socialist into a law-abiding citi- 
zen so quickly as the ownership of some 
form of property. Every policy of life 
insurance is property; but the policy- 
holders do not understand that. They 
must be made to know that a policy of 
life insurance is a title deed to some- 
thing more certain and dependable than 
any piece of real estate, more definite 
in value than any bond. 

“Drive that knowledge home to forty 
million people, organize them, teach 
them that life insurance is strong and 
dependable because it is founded upon 
the follows economic and moral laws; 
make them understand that the state 
can be strong and the people prosperous 
only by following such laws.” 


now 


bonds, | 





THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“The Company With the Big Surplus’”’ 





For Information Address the 
Home Office at Cincinnati 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family's insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 

















New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announes 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 


Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and « full aanual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 
Central and Southern Ohio, Utah, Oregon and 


Northern California 


RTP TRAP TTP 
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You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 
WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 








HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from 
next birthday to 60 years. ened dieciietcmeaeas 
Industrial policies are in full immediate benefit from date of issue. 

policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. Go09p CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas" 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Philadelphia Life Insurance Company 


Home Office Building: 111 NORTH BROAD ST., PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 
Only high-type men and women can obtain contract to represent this company. 


For Salesmen and Saleswomen of such type we have an 
interesting contract to offer, backed by real co-operation. 


JACKSON MALONEY A. MOSELEY H iS 
Vice-President Manag fan ng 











INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 


NOTED FOR 





Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 








ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 

















_. COMPANY PRACTICE ON PREMIUM NOTES 








COMPARISON of the various 
A schemes of handling premium 

notes in home offices 1s shown in 
the subjoined symposium, portions of 
which have been given weekly in THE 
NATIONAL UNDERWRITER, compiled from 
answers to the series of questions at- 
tached, received by THE Nationat Un- 
DERWRITER from practically all home 
offices of American life insurance com- 
panies. This is a question of consider- 
able interest to both company executives 
and life underwriters in the field, the 
variance in company practice being 
closely studied and this series of answers 
being closely followed by both com- 
pany and field men. Addittional replies 
are as follows: 

International Life & Trust: In re- 
sponse to question one will say that we 
have accepted a few notes, but only a 
few. Prior to this year we used to ac- 
cept @ great many. 

When we accept first year premium 
notes we require the agent to guarantee 
them in full, less the commission. 





We have no minimum charge, That 
depends upon the net. 
Where the agent handles his own 


notes we permit him to make adjust- 
ments on the basis of term insurance if 
the time the note is carried is less than 
six months, 


4. Under our rules an agent cannot 
hold a new policy for delivery more than 
60 days without special permission from 
the home office. The company will can- 
cel any policy returned after 60 days 
and within six months upon payment by 
the agent of the medical fee and term 
insurance. If the policy is returned after 
six months, the agent is required to pay 
the first year premium. 

5. We accept a special form of note 
for second year premiums where the in- 
sured pays in cash $1 per month per 
$1,000 covering the time of the note. If 
the note is not paid when due, the policy 
lapses and the cash paid with the note is 
kept by the company to cover term in- 
surance. 

6. As stated in answer to question 5, 
the cash value or reserve value of a 
policy is not considered, the note being 
taken for the difference between the 
cash paid and the amount of the second 
annual premium. No lien notes are 
taken for a second year premium. 





7. Our second year notes provide for 
cancellation of the policy prior to the 
end of the policy year, but, as stated be- 
fore, the note is not considered a pre- 
mium note. 
o &.@ 

Lincoln National: I will answer your 

questions in the order in which they 





appear in your letter. 








or for what part of the premium? 
to guarantee them in f 
orce? 


require a minimum c 





found to be non-collectible? 
for the first year notes, if at all? 


value? 








QUESTIONS ASKED OF COMPANIES 
1. Do you accept first year premium notes? If so, for the full premium 


2. If you accept first year premium notes, do you require the agent 
ull, less commission or do you require him only to 
y cost of carrying the risk for the full year or while the policy is in 


3. If you permit the agent to guarantee only term insurance, do you 
ini harge of $5, or do you make any other requirement? 

4. If you do not accept first year premium notes and the agent per- 
sonally accepts them, will you permit an adjustment with him on the basis 
of term insurance, on legal surrender of the policy, after the note has been 


5. Do you accept second year notes? Do you require the agent to 
secure second year notes in the same manner as you have described above 


6. Do you accept second year notes up to an amount secured by the 
second year reserve, or up to an amount secured by the second year cash 


7. Does your premium note form provide for cancellation of the 
policy prior to the end of the policy year on failure to pay the note? 




















We have been accepting second year 
notes, but in these the agent does not 
figure at all and we accept these in 
amounts up to the second year reserve. 
Our renewal premium note provides 
that in the event the note is not paid at 
its due date the policy is not in force. 
es 


Interstate Life & Acci.: 1, 2 and 3: We 


which to place and pay the net premium 
or return the policy for cancellation. If 
the policy is issued as applied for and 
he fails to place and return within the 
60 days, we cancel and charge him $5. 
If he does not return within the 60 days, 
we require the payment of the full net 
premium, 

5. Yes, conditioned as outlined in an- 
swer to question 6. No, we take note 
payable to the company. 

6: No, we require 25 percent cash and 
accept note for balance payable in sixty 
or ninety days. If for any considerable 
amount, we allow the policyholder the 
privilege of making a partial payment 
when the note falls due and give addi- 
tional time on the balance. 

7: Yes, all notes where the cash value 
does not equal the amount of the note 
plus interest for one year are on a form 
which provides that if the note is not 
paid within ten days after maturity, de- 
fault in payment automatically cancels 
the policy. Notes accepted in connec- 
tion with policies where the cash value 





is in excess of the amount of the pre- 
mium on a form which provides that if 
not paid at maturity they can be charged 
as a lien against the policy and there- 





after handled and treated as a loan. 
*x* * * 


Jefferson Standard: 1. The company 
does not accept first year premium notes. 





do not accept or handle first year pre- 
mium notes. 
4. We allow the agent 60 days in 





| 


| 


| 
| 
| 
| 


1. This company does not accept first 
year premium notes. 

4. Yes, 

5. Second year notes are accepted. The 
agent is not required to secure second 


year notes in any manner. 

6. Second year notes are accepted for 
the full amount of premium, but the 
time of extension is limited to three 


months. A further extension may be se- 
cured if a partial cash payment is made. 
7. Yes. 
* * 


Michigan Mutual: This company does 
not accept first year premium notes. Our 
agents frequently accept notes in pay- 
ment of first year premiums and if they 
fail to collect they sustain a loss. Our 
agents, therefore, naturally endeavor to 
collect the net premium in cash. 

We accept second year notes up to 
amount secured by the second year re- 
serve. Premium note form does not pro- 
vide for cancellation in the event of non- 
payment, but the provisional receipt 
given the insured contains condition that 
the company shall not be liable for any 
loss occurring after default in payment 


| of the note. 


* * * 


Midland Mutual, Ohio: 1. The com- 
pany does not accept first year premium 
notes. 

2. Does not apply to our practice. 

3. Does not apply to our practice. 

4. If our agents accept first year pre- 
mium notes they are required to make 
settlement for the net premium with the 
home office within 60 days from the date 
of the policy. If the note is not paid 
when due the agent is allowed one month 
in which to take up the policy with a 
release executed by the insured and the 
agent is then to take credit for the net 
premium paid the company, less a short 
term charge for the time during which 
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the policy was outstanding. 

In the case of annual premiums this 
may be done within 7 months from the 
date of the policy, in the case of semi- > J 
annual premiums within 4 months from e ose oO t e a oy ork 
he date of the policy and in the case 
f quarterly premiums within 3 months 
rom the date of the policy. 


5. The company accepts second year WHEN you begin to figure up yourearn- All this and more we constantly strive to 


premium notes only to the extent of the 


o 
f 


second year terminal reserve. The agents ings and recall the several reasons for give our agents. This coupled with good 
premium notes in any way. || failures during the past year, you then more policy contracts and liberal commissions, is 
for cancellation of the policy until the than any other time keenly realize the im- an incentive which should interest any am- 
mium for which the note is given in full portance of a helpful constructive home bitious agent who wishes to make the most 
or part payment. . . . . . 
Se: office service that trains you to overcome of his salesmanship efforts. 

Mutual Benefit: In the first place, we such failures. 
do not accept premium notes. We are 
aware that our agents do accept notes, 
but where this is done the agent is re- > : 
quired to make immediate cash settle- One of the vital elements which makes your 
ment for the first premium with the com- M ’ > 4 
pany. If it is subsequently found that day profitable is a harmonious working 
the note is uncollectable, the loss falls i " Cl : 
My Aa} Et arrangement with home office officials and We would like to hear from several 
ae Se Se SES SOs Se ee a direct co-operative spirit generously given. good men for important field positions 
ins a, 


We do not accept notes in settlement 
of the second or subsequent premiums. 
Inasmuch as our policies generally have 


“emus shee acct os aetye |! Inter-Southern Life Insurance Com arnt d 


it is possible where the first half-yearly 
premium is paid in cash to loan a con- AMES UFF 

siderable portion of the second half- J R. D IN, President LOUISVILLE, K Cc 
yearly premium. Our ordinary life poli- 
cies at ages under 29 at issue and our 
term policies are the only ones that have 
no cash values at the end of the first 


ity ‘being ese oan So per stowsens |! The Companies That Stay Are the Companies That Pay 


at ages under 29. 











lee WM aa When a company has proven its staying qualities, as the Western Reserve Life 
sner Gea GL Gece Germania ees See Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
OS 2 ae agent can think favorably of that institution. Permanent success can only be at- 
discovers it is noncollectable upon legal tained through a permanent connection. The companies that stay are the companies 
ain meet deaeas of eee ee that pay the representative in the long run. 


_ ypplagainesacpecipaenchecagtin WESTERN RESERVE LIFE INSURANCE CoO. 


dene We do not accept second year J.H. Leffler, Acting President | John W.Dragoo,Secretary Harry H. Orr, G alc 1 
MUNCIE, INDIANA 


On second year premiums or any sub- 
sequent year where the policyholder is 
unable to meet the premium during the 
grace period we use a form of extension 
agreement predicated upon a substantial 
initial cash payment. These extensions 
run 30, 60 or 90 days as the case may be. 

















THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
CHARLESTON WEST VIRGINIA 





x * x 


North Amer. Life & Cas.: 1. We do 
not accept notes for first year's pre- 
miums. 

2 We hold the agent responsible for 
remitting to the company its full net 
premiums. 

The agent has no authority to bind 
this company in any way Insurance 
takes effect only upon delivery of the 
policy and the payment of the premium 

4. If the agent accepts a note he does HARRISON B. SMITH, President 
so solely upon his own responsibility and 
if he does not collect it is his own loss. 
The policy is paid for a period of one 
year so far as the company is concerned. 


wing, eeaamerats se Cec | Indiana National Life Insurance Company 


We do business only on a cash basis. 


The agent is not permitted to accept notes INDIANAPOLIS, INDIANA 


for any premium subsequent to the first 




















year, even as a personal matter between ’ . ‘s - " . . , J 

ne ene he eee, Splendid territory open in Indiana, Michigan and Illinois, for District and 
aati il a General Agents, who are capable of handling men. 

accep s for first yea ) i s this a . ° 

fact will take “care of your arat three Best Commissions and Renewals. Renewals onced earned will be paid 

be gp ory ween you or your estate. If interested in building for yourself, write 








responsibility and finds that the note is . 

uncollectable, he will, usually, upon ap- Cc. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 

plication within a reasonable time after 

maturity of the note, be allowed a short 

term settlement provided he is able to 

produce the note. This is not a rule, e 2 ‘i ‘ 

but merely a practice of long standing: November Record the Greatest in the History of the Detroit Life 
The answer to your last three ques- “ = 

tions is that we do not accept second New Business Written—$2,001,000.00 

year notes, but if, after payment of pre- Total New Business, Eleven Months of 1922 — 

miums for two full years, the policy has d 

a sufficient cash value, the company will, s 

upon application within the grace period, 1 5,000,000 

accept payment by note on a form fur- The Detroit Life Insurance Company has consistently broken records in life insurance production in the State of Michigan. 


nished. The amount of such note in- The November record of $2,000,000 is simply another evidence of the substantial progress of this great Michigan company. 
Two million dollars written in November compares with a record of $904,000 written in November, 1921, an increase of 121 per cent. 











iebtedness is allowed t exceed the : : : ; 
= ~ . wae podlagea be oy wt C ~ ome The record of $15,000,000 of new insurance written during the first eleven months of this year compares with $9,972,000 written in the corresponding 
ve ‘ Arar ts 1 iod of last year. 

vides that all dividends shall be en- ni This is an increase of $5,028,000 or more than 50 per cent. teas Sa 

dorsed on the note. Of course you will Exceptional opportunities throughout Michigan for high-class men and women to engage in life insurance salesmanship—a remunerative and pleasant 


see that under the circumstances no occupation. Home office co-operation guarantees success. Begin now and grow with this rapidly growing Michigan company. For details call at or write 
ondition calling for cancellation would - 

ashes. - onat of lapse the outstanding DETROIT LIFE INSURANCE COMPANY M. E. O’BRIEN, President 
note indebtedness less any dividends 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
43 S. Dearborn 3%. 
Telephone Harrison 3364 
CHICAGO, ILL. 














:.. A. GLOVER & CO. 


Ps Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consuling Actuar 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 











ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








Tx J. McCOMB 


COUNSELOR LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 


wes, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
Telephone State CHICAGO 








EDERIC S. WITHINGTON 
Consuttine Actuary 
402-404 Kraft ding 

Tel. Walnat 3761 DES MOINES, IOWA 








Actuaries & Examiners 
600 Gates Buildine 
Kansas City, Me 


OHN E. HIGDON 
OHN C. HIGDON 

















@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 





naurance Company 


Heme Office, Madison, Wis. 








FIDELITY LEAD SERVICE 


rings the agent into contact with inter- 
a buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information. In 1921 this service, and 
Fidelity'’s original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 19. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


“FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 














credited would be deducted from the sur- 
render value. 
*x* * * 

Ohio State: 1. We do not take notes 
on first year business. 

4. Sometimes. It depends on the in- 
vidual case in hand. We do not like to 
work a hardship on an agent who has 
paid for business upon which he has not 
yet collected, and have made some ad- 
justments with them when they could 
not collect the nate. 

5. Yes. Regulations as to amount and 
time given in printed form. 

7. Yes, 

*x* *x * 

Pan-American: 1. We do not accept 
first year premium notes at all, except 
in Louisiana, and only in this state be- 
cause it is handled direct from the home 
office, 

2. In accepting first year premium 
notes we require the agent to guarantee 
the full net under the policy, and in the 
event he is advanced any money against 
the paper to guarantee the payment of 
the premium in full as evidenced by the 
note. 

3. We have no minimum charge, nor 
do we allow the agent to settle on a term 
basis when note is not paid. 

5. Wedo not accept second year notes, 
except through the usual practices of 
life insurance companies with sufficient 
cash to cover the period for which the 
insurance is running. 

6. No. We use our extension note for 
second year premiums under same con- 
ditions as in answer 5. 

7. No first year note provides for the 
cancellation of the policy prior to the 
end of the policy year. 

* * * 

Peoples, Chicago: We do not accept 
premium notes earlier than the third 
year of a policy. 

In answer to your fourth question—if 
an agent were to accept a note, we 
would require him to pay the net pre- 
mium to the company. 

Seventh question—Our premium note 
provides for cancellation of policy on 
due date of note. 

* * * 

Peoples Life, Ind.: 1. We do not ac- 
cept first year premium notes, 

2. Agents sometimes accept first year 
premium notes and we require the agent 
to make cash payment of net due the 
company less his commissions. 

3. We require a minimum charge of 
a $5 net in all cases whether note or 
cash settlement has been made. 

4. We do not adjust on term insur- 
ance basis, but do adjust on quarterly 
or semi-annual basis, provided the policy 
is returned for cancellation after his 
note is found to be uncollectable. 

5. We do accept second year notes. 
We do not require the agent to guaran- 
tee them. Our second year notes we call 
our blue notes, which are taken when 
the policy does not have a reserve on 
same, 

6. We accept second year notes for 
the full amount of the premium for 60, 
90 or 180 days. 

7. Premium note provides for the can- 
cellation of policy if the note is not paid 
when due, as you will note by referring 
to same, 

* * * 

Protective Life, Ala.: 1. We do not 
accept first year premium notes from 
agents, 

4. We allow 60 days in which the 
agent may deliver the policy and take 
a settlement for it; the agent, if he re- 
turns it before the end of that period 
pays us the cost of the issuance. 

5. We accept second year notes if 
required to do so, the policyholder hav- 
ing paid us term insurance, and not be- 
yond this. 

7. Yes. 

ee 

Provident Life & Accident: 1. No. 

2. Do not handle notes. 

3. We require at least a minimum 
payment of $5 from the agent. 

4. We never have made any adjust- 
ments such as you mention, 

5. We do not accept second year pre- 
mium notes for the entire amount of 
the premium. 

6. We accept notes up to the amount 
of the loan value as shown in the policy. 

7. Extension notes contain a clause 
whereby the policy is cancelled if the 
notes is not met on maturity. 


eo @ £ 
Prudential: This company does not 
accept notes in payment of premiums. 
ok *x* * 


Reserve Loan: 1 to 4. No. 

5 and 6 We accept second year notes. 
We do not require our agents to secure 
same to us. The policyholder must pay 





in cash at least $1 per month per $1,000, 
with note for the balance of the pre- 
mium. This note is merely an evidence 
of extension of time for payment. 

7. Yes. The insurance is cancelled if 
a policyholder does not pay the premium 
extension note at maturity. 

. €. @ 

Royal Union: At no time did this 
company accept premium notes in pay- 
ment of first year premiums. 

It is our ruling to accept premium 
notes on second year premiums up to an 
amount secured by the second year re- 


serve, the balance being required to be 
paid in cash. 
.:. 6 @ 
St. Joseph, Life: 1. No. 
4. No. 
5. a. Yes. b. Second year notes are 


made payable to the company upon form 
provided by the company. 

6. Second year notes usually accepted 
for one-half of the premium due. 

7 Tou. 

x * * 

Scranton Life: 1. We do not accept 
a premium note on any first-year settle- 
ment. 

2. In accepting the second-year pre- 
mium note it is our custom to require a 
minimum cash payment to cover the cost 
of term insurance for the period of ex- 
tension. 

3. Failure to pay a premium note on 
its due date renders the policy null and 
void, except as to the statutory or other 
right, if any, of the insured to a sur- 
render value under the policy. 

* * * 

Security Life, Chicago: 1. Do not ac- 
cept premium notes for first premium of 
policy. If note be taken it must be an 
ordinary promissory note, payable to the 
agent as an individual. 

3. We require no guarantee or mini- 
connection with 


mum payment in any 
application. 
4. We discourage an adjustment in 


case the note proves noncollectible. Oc- 
casionally an adjustment is made on 
basis of term insurance. 

5. Any notes for other than the first 


premium of the policy must be on the 
company's premium extension note 
form. The minimum offer for the pay- 


ment in cash of sufficient amount for 
short term protection. 

7. The premium extension agreement 
provides for cancellation if the amount 
be not paid on the date to which exten- 
sion is granted. 

ok * a 

Security Life & Trust: 1. We do not 
accept first year premium notes. 

4. If the agent takes a note for the 
first premium and is unable to collect 
during the first policy year, if he takes 
up the policy and returns it for can- 
cellation, we charge him with examina- 
and short term insurance, 
grant extension the second year 
payment by the insured of the 
term rate for the time of extension. 

_ a Our premium note provides for 
cancellation of policy prior to the end of 
the policy year on failure to pay the 
note if the note is not cancelled by the 
surrender value of the policy. This ap- 
plies to our usual extension note. 

% * * 


tion cost 
5. We 
upon the 


Security Mutual, N. Y.: 1. We accept 
company form notes in payment of first 
year’s premiums. These notes in effect 
are extension agreements extending the 
time within which premium on a policy 


may be paid. The notes are not com- 
mercial notes and provide that in the 
event of nonpayment when due the pol- 


icy shall lapse. The maximum limit of 
extension is nine months for annual, 
four months for semi-annual and 45 days 
for quarterly premiums 

2°. In the event of nonpayment of ex- 
tension notes the agent is required to 
pay the medical expenses and short term 
premium covering the period that the 
policy was in force. 

3. See answer to question two 

4 If an agent sees fit to accept a com- 
mercial note drawn to his order in pay- 
ment of a first premium he is required 
to remit us the net premium due within 
60 days of the issue of the policy. In 
case such commercial note is unpaid on 
or before its due date and provided the 


agent, within six months of the issue 
date, takes up the policy and first pre- 
mium receipt and secures affidavit re- 


leasing the company from any and all 


liability we will cancel the policy as not 
taken and charge the agent with the 
medical expenses and short term rate 


for the period during which the policy 


was in force. 


5. No extension will be granted on 
first year’s quarterly and semi-annual 





| 


premiums or any premiums during the 
second year unless a remittance cover- 
ing the short term rate at attained age 
covering the period of the extension ac- 
companies the note. 

7. The note provides that if it is not 
paid in full on or before the date it falls 
due the policy, on account of which it 
was given, shall at once cease, determine 
and thereupon become null and void ex- 
cept as to any paid-up and cash sur- 
render values specified therein. 

Ss & 2 

Southern States: 1. We do accept first 
premium notes for the full premium if 
absolutely necessary, but we discourage 
such form of settlement as much as pos- 
sible. 

2. Where a first premium note is not 
paid and the policy is cancelled for non- 
payment we require an agent to pay the 
net term rate on the policy for the time 
it has been in force. 

3. Our minimum charge is $5 and if 
the net term rate was less than $5 the 
agent would still be charged the mini- 
mum amount of $5. This is covered by 
the answer to number two 

5-6. After the first year we do not 
accept notes in settlement of the second 
or subsequent year’s premium, unless 
there is a sufficient reserve to the credit 
of the policy to cover the amount of the 
note. We do accept deferred premium 
notes which are merely notes extending 
the time within which the premium will 
be accepted and during which time the 
policy is continued in force, but all pay- 
ments may be made at the time such 
extension note is given are forfeited to 
the company in the event that the ex- 
tension note is not paid when due. Our 
policies provide that where there is no 
loan value or where the indebtedness 
on the policy equals or exceeds the loan 
value which indebtedness includes all 
notes given, the failure on the part of 
the insured to pay any premium when 
due or any indebtedness will void the 
policy. Both our deferred premium notes 
and also the regular premium notes con- 
tain a clause notifying the maker that 
if the note with interest is not paid at 
maturity the policy will become void. 

*x * 

State Life, Ind.: 1. We 
first year premium notes. 

4. Agents do not personally accept 
premium loans for we make all our re- 
newal premium collections through the 
home office and not through branch 
agencies. 

6. Our second year cash value is the 
full reserve and we attempt to accept 
premium extension notes for such 
amounts only as can be secured by the 
reserve. 

7. Our premium extension notes pro- 
vides for cancellation of the policy if 
the note is not paid. Since the auto- 
matic provision of our contract is ex- 
tended insurance, if the note with in- 
terest is less than the amount available 
to purchase extended insurance, the in- 
debtedness would be deducted from the 
net value of the extended insurance 
provided in the policy and the balance 
used to purchase the extended insurance 
for such length of time as said balance 
would purchase. 


do not accept 


This company does not 
use the premium note system at all. 
Many years ago the company did use 
the note system and we have a few very 
old policies under which we allow notes 


State Mutual: 


to be taken. Policies on which premium 
notes were allowed were issued previ- 
ous to May 1, 1898, and our statement 
as of Dec. 31, 1921, shows total amount 
of premium notes appearing among our 
assets is for the amount of $7,183 

This company does not, as I have said 
above, take any premium notes. Occa- 
sionally our agents personally take 


notes to cover premiums on policies but 
they have to make the full settlement 
to the company and finance these notes 
personally so that any loss occasioned 
by the taking of notes is not borne by 
the company. 

x *x * 

Sun Life, Md.: We do not 
premium notes, either first nor renewal, 
nor do we allow an agent an adjust- 
ment on the term basis in the event he 
accepts a premium note. 


accept 





AGENCY SUPERVISOR 

Experienced Life Insurance Man wil! 
be open January First, for position as 
Agency Supervisor, Home Office Special 
or General Agency Contract. 


C-47, care The National Underwriter 


Addr ess 
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WHO ARE 12 GREATEST? 


ONE EXECUTIVE’S SELECTION 





Outstanding Figures in Institution of 
Life Insurance Given, Together 
With Their Particular Niche 


twelve leaders in Ameri 
dittering in many re- 
ot those compiled, 


ile insurance, 


S| ts trom most 


wen drawn up by an executive of a mid- 
western company for THe NATIONAL 
UNDERWRITER. This list does not in- 
clude agency men, but is made up en- 
tirely of company executives. Service 
s taken as the qualifying characteristic 





man and his par 
world 


lar position in 
n as follows 


Work 


DUSINCSS a 


Importance of Agency 


Dr. John A. Stevenson, vice-presi- 
lent Equitable Lite of New York. I: 
icing Dr. Stevenson in the first rank 


i am going on the assumption that the 
agency work is the meal ticket for alli 
lite insurance organizations. Dr. Steven- 
son, | consider to be the most important 
lividual to the successful sale of life 
insurance in the United States today. 

“Winslow Russell, vice-president 
Phoenix Mutual Life. Mr. Russell is the 
greatest personal exemplification of the 
successful demonstration of the theory 
of self-effacement for the benefit of 
other life insurance agents that can be 
found in the business ‘~ the United 
States. 

“J. W. Stevens, president Illinois Life. 
Mr. Stevens properly may be looked 
upon as a most effective agent for the 
up-building of life insurance credit in 
the central western district. 


Great Publicity Director 


“Haley Fiske, president Metropolitan 
Life. Our understanding is that Mr. 
Fiske, personally, is responsible for the 
present campaign being conducted by 
the Metropolitan for greater publicity, 
relative to life insurance advantages 
The very nature of this campaign, con- 
ducted as it is on the general lines of 
educating the public to a more compre- 
hensive understanding of life insurance 
benefits, without emphasizing the Met- 
ropolitan’s own wonderful work in this 


respect, is due to the activities of Mr. 
Fiske. 

“Darwin P. Kingsley, president New 
York Life. Mr. Kingsley has always 


stood for upright principles as applied 
not only to life insurance salesmanship, 


but to life insurance investments. 
“William D. VanDyke, president 
Northwestern Mutual Life. Among 


mutual organizations, the Northwestern 
has made a most satisfactory and con- 
servative progress under the leadership 


of Mr. VanDyke. 
Great Canadian Figure 
“T. B. Macauley, president Sun Life 


of Canada. Too frequently, 
life insurance companies fail to realize 
the successful work which has been done 
by this Canadian corporation of which 
Mr. Macauley is not merely the figure- 
head leadership, but the actual dominat- 
ing influence. 

“L. F. Butler, president of the Travel- 
ers. While the activities of the Travel- 
ers organization have been differentiated 
along a number of lines, Mr. Butler, as 
indirect influence, has come toa position 


THE PENN MUTUAL 


is national in the scope of its operations 
It is individual in the service that it 
to its members and to its field 
representatives 


Back of your independ 





renders 


ence it 1s ready to 











tand as an economic bulwark 


|The PENN MUTUAL 


Life Insurance Co. 


Philadelphia 


oem. Square 








a 


where every agent of the company feels 
a personal love and high regard for his 


| creative achievements. 


} and 


~ me 4 
Life. 
opment of the 


O’Brien, president Detroit 
The continued growth and devel- 
Detroit Life from zero to 
its present position, carrying better that 
$31,000,000 of insurance in force, has 
been done in a comparatively few years, 
has attracted attention in life in 


; surance circles throughout the country 


has | 





ing 
. ' . 
American | 


“Walton L. Crocker, president John 
Hancock, carrying forward the policies 
which have been definitely associated 
with the John Hancock development for 
many years. 

“Edward Duffield, president of the 
Prudential Life. The recent election of 
Mr. Duffield to this important positior 


} 


has emphasized the fact that no other | 
| line of endeavor offers quite the same 


successful promotion 
infinite capacity for har¢ 
attention to detail and his 


opportunity for 
Mr. Duffield’s 
work, his 


complete conception of the great work | 


of the Prudential were well rewarded in 
his election to this important position.” 


New Chicago Agency 


\ new general agency has been or 


ganized in Chicago, to write all classes 


of insurance, but to make an intensive 
and extensive campaign on life busi 
ness, the general manager of the new 


office, Charlies H. Ferguson, 
veteran life underwriter. The president 
of the agency firm is G. F. Schmidt, a 
prominent Chicago manufacturer, but 
Mr. Ferguson will be the active figure 
in the underwriting. 

Mr. Ferguson is an old-timer in the 
business and comes of an insurance fam- 
ily. His father was general agent for 
the Mutual Life of New York in II'inois 
prior to 1900. He is a cousin of the 
present Chicago general agent for the 
Union Central Life. His brother joined 
with him to establish the Prudential ord- 
inary department in Chicago shortly 
after 1900. Mr. Ferguson has been 
connected with life insurance over a 
quarter of a century, beginning with the 
Mutual Life. Aiter establishing the 
Prudential ordinary department in Chi 
cago, he took up other connections, hav- 
ing aided in the promotion of two life 
companies. The new agency is located 
in the Boyce building. 


being a 


Slump in South Dakota 


The annual report of the insurance 
department of South Dakota, just made 
public by Commissioner Van Camp, 
covering the fiscal year ending June 
30, 1922, shows a decided slump in the 
amount of life insurance written in that 


state as compared with the previous 
year. Insurance written in the year 
covered by the report was $43,275,600 | 


as against $69,651,910 for the year end- 
June 30, 1921. 


Western Life Building Nearly Ready 


The Western Life of Des Moines, 
which lost its building by fire last 
Christmas Eve. 
ture in time to celebrate the 
versary of the fire. The new 


first anni- 
five- story 


| home will be completed this month. 





, will be in its new struc- | 





HE MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 
territories can be arranged. 

Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 

Address Home Office. 











Incorporated in 1862 in the Commonwealth of Massachuselts 








the Declaration of Independence. 
holders’ Reserves and al! Other Liabilities, $2: 


Business done through agents. Information 
and advice om any matter relating to life in- 
surance are available at | time through the 
Agencies or Home Office of this Company 





Named JOHN HANCOCK in honer of the first Governor of Massachusetts, and first signer 


In 60 years it has grown to be the largest fiduciary institution in New England. 
Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent Fund providing protection against all emergencies. 


Tota! Assets, $239,693,000; Policy- 
26,361,000; Contingent Fund, $13,332, 000. 


Policy contracts include all equities and options. 











to take sometime. 


will issue during 1922 





W. T. GRANT, President 


17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 


We can use more good men to help deliver the 20,000 claim drafts we 


If you want to make MORE MONEY a letter with 


satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 











William Montgomery, Pres. 


The Acacia Mutual Life Association 


This Did Not Happen by Chance 

New Insurance Issued in 19 
Gain in Insurance in Force.... 
Insurance in Force Dec. 31, 1921. 
Assets ..... 
Increase in Assets 
Increase in Reserve 
Increase in Surplus 
Unexcelled Life Insur ence Protection— 
Absolute Security — Perfect Service — 


Bb csounvcecess $ 42,448,000.00 
weTTittT tT 30,124,750.00 
. 101,222,295.00 
4,513,494.57 
1,518,954.00 
1,282,156.00 
225,575.00 
Lowest Net Cost 


Square Dealing 
A Satisfied Field Force 
Homer Building, Washington, D. C. 




















Z Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L., SEAY, President 





“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “~° MONTHLY INCOME INSURANCE, 
LATEST POLICIES AND AGENCY CONTRACT Bait a7 \He: 


Openings OHIO, IND. KY., MICH. and W. VA. 





White Colsnabus 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 


Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
| to female risks between the ages of 15 and 60. 


EDMUND P. MELSON, President 





ST. LOUIS, MISSOURI 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 
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Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 


Rates per Thousand 


Age Premium 
a ’siaze 39......$24.44 
Re 14.57 @...000+ Eee 
ca | Goicces ae 
ee 15.28 42...... 2748 
eee 15.66 43...... 28.62 
26...... 16.06 4... 29.83 
ee 16.49 CA 31.12 
Re 16.93 46... 32.50 
ee 17.43 etude 33.97 
Th ccssn ee ixecas 35.53 
isdaude 18.54 Se 3721 
19.14 Oe cecks 
Bi. <cous Ee | 40.88 
. = 20.46 * . 42.90 
21.17 escorted 45.07 
21.91 le wana 47.37 
. 22.71 49.82 
a 

MANAGERS WANTED 
. Fulton, Agency Mana: 
seme tie Burnet, President ” 

Continental Life Insurance Co. 


Wilmington, Delaware 











Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 


Twogeneral Agenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 























ae ek el 


Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance tn Force, $13,500,000 





H. H. STEELE. F.L. CONKLIN, 
President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-P Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB. 
Treasurer 





COMMISSIONERS PASS 
ON MANY VITAL ISSUES 


(CONTINUED FROM PAGE 1) 


should represent more nearly the cost of 
living and dying. 

The commissioners recommended an 
amendment to the incontestable clause 
in response to requests from the Life 
Presidents’ Association and the Amer- 
ican Life Convention. The clause with 
the amendments reads: “That the policy 
together with the application therefor, 
a copy of which application shall be 
endorsed upon or attached to the policy 
and made part thereof, shall constitute 
the entire contract between the parties 
and shall be incontestable after it shal! 
have been in force during the lifetime 
of the insured for two years from its 
date except for non-payment of pre- 
miums and except for violations of the 
policy relating to the naval or military 
service in time of war, and at the option 
of the company provisions relative to 
benefits in the event of total and perma- 
nent disability and provisions which 
grant additional insurance specifically 
against death by accident may also be 
excepted.” 





Medical Directors Entertain Actuaries 


_ A session of unusual interest to life 
insurance men was held at Des Moines 
last week when the actuaries of the 
Des Moines life companies were guests 
of the medical directors at a dinner. 
The meeting was for social purposes 
and in accordance with a general desire 
to get better acquainted. Dr, W. L. 
Allen of Davenport is president of the 
medical directors and presided at the 
gathering. Dr. M. L, Turner is secre- 
tary. Speakers included Dr, Ross Hus- 
ton, Dr. F. L. Will and Dr. J. T. Priest- 
ley, all of whom have been identified 
with Iowa life insurance affairs for 
many years. Problems which are com- 
mon to both medical directors and actu- 
aries were discussed, the mortality rate 
for 1921 being especially dwelt upon. 
This was declared to be excellent for 
the first nine months of the year and 
gratification was expressed at this 
showing. 


Had Biggest Month 


The Connecticut Genera! completed 
November with an unprecedented vol- 
ume of business, having written $12,- 
500,000. Of this amount $2,373,000 was 
group business. The gain over Novem- 
ber, 1921, is $2,250,000. It is expected 
that this month will see a still greater 
increase, especially in the group depart- 
ment, as countless concerns are present- 
ing their employes with group insur- 
ance protection during the Christmas 
season. 


Supervises City Agencies 


The Central Life of Des Moines an- 
nounces the appointment of W. D. Lipe 
as superintendent of city agencies. His 
first efforts are being directed at In- 
dianapolis, where the company has es- 
tablished an office, and Mr. Lipe is ac- 
tively in charge. Mr. Lipe was for ten 
years associated with the Standard Life 
of St. Louis, Mo., as field manager of 
agents. He is well qualified to make a 
success of his present undertaking. 





FARMERS “COME BACK” |NOW IN NEW BUILDING 
AS INSURANCE BUYERS ATLAS LIFE OPENS NEW HOME 


(CONTINUED FROM PAGE 3) 


ume. The large amount of business in 
force makes lapse ratios small, and lap- 


sations are not the disturbing factor as | 


with the newer and smaller ones. 
Fall Months Satisfactory 


Cad R. Easterday of the Penn Mutual 
said that the fall months have shown 
a very satisfactory volume of business, 
and that with what is in sight for De- 
cember, he will finish the year with a 
neat net increase. He, too, reported 
the general financial situation improved. 

Melvin D. Hatch, secretary and treas- 
urer of the American Old Line, said 
business was picking up generally. 
Farmers are showing symptoms of get- 
ting back into the market as buyers, as 
their situation eases, and if it were pos- 
sible to market their stuff as fast as they 
desire they would soon cash in on their 
crops and be receptive to insurance 
propositions. Part of the company’s 
territory was harder hit than other sec- 
tions, and is slower getting into shape 
again, but on the whole the situation is 
greatly improved. 

M. L. Palmer of the Aetna reports a 
more generous reception on the part of 
the farmers and a better disposition to 
buy. The principal disturbing element 
at the present time is that cash is not 
plentiful, and this leads to a great many 
requests for extensions of payment of 
premiums. The company seeks to aid 
to its utmost along these lines, but this 
adds considerably to the work of caring 
for old business. 


Masons Annuity Case Affirmed 


The supreme court of Georgia on re- 
hearing has affirmed its decision last 
July upholding the lower court in the 
case against the Masons Annuity, an 
Atlanta assessment society. The lower 
courts placed the funds of the associa- 
tion in the hands of a receiver last Jan- 
uary. About $1,000,000 were turned 
over to the receivers and this sum must 
now be used exclusively for annuity 
claims accrued prior to January, 1922. 
The living members get nothing, but 
have been offered applications to go 
with the Southern Insurance Company 
of Nashville. The plan contemplates 
the payment of monthly premiums 
equal to the assessment charged by the 
Masons Annuity, but the benefits will 
be reduced to a certain extent. 


State Life Sells Building 


The State Life of Indianapolis has 
sold its home office building at 15-23 
East Washington street for $1,250,000. 
The officers of the company have been 
looking forward to building, some day, 
a suitable home office structure of the 
type that an increasing number of com- 
panies have erected for the exclusive 
use of the company. It is planned to 
purchase a tract of probably several 
acres north of Fall Creek asa site. The 
State Life holds a three-year lease on 
its present quarters, with option to 
renew for two years. The American 
Centra! Life of Indianapolis also re- 
cently announced the purchase of an ex- 
tensive tract north of Fall Creek on 
which it plans to build within the next 
several years. 





company. 





OPEN 
A General Agency in Milwaukee. 


An opportunity for the right man of capacity to manage 
this territory for an established legal reserve life insurance 
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Formally Dedicates 12 Story Structure 
During Annual Agency Conven- 
tion at Tulsa, Okla. 





= 

Dedication of the new home office 
building of the Atlas Life of Tulsa, 
Okla., featured the annual convention 
of the Atlas Super-Salesmen Club, held 
in Tulsa last week. On the opening 
day of the convention the new building 
was opened to the public, thousands 
visiting the new 12-story structure. The 
ladies were presented with flowers, 8,000 
being given away the first hour, this 
exhausting all local florists so that a 
substitute gift was found necessary. 
Following the dedicatory services, at 
which President H. C. McClure of the 
company greeted his fellow townsmen, 
a dance was held in the arcade. 

The agency convention was held on 
the following two days, business ses- 
sions being held in the afternoons, the 
remainder of the days being given over 
to recreation. President McClure gave 
the welcoming address and was followed 
by a talk on the business in the state 
by E. W. Hardin, insurance commis- 
sioner of Oklahoma. L. J. Dougherty, 
president of the American Life Conven- 
tion, then told of the work of that or- 
ganization. T. W. Blackburn, secretary 
and counsel of the American Life Con- 
vention, also spoke, his subject being 
“Life Insurance Today.” W. B. Bur- 
russ, manager at Kansas City for the 
Provident Life & Trust, spoke on 
“Shakespeare—The Salesman.” Talks 
on Atlas policies and sub-standard risks 
were then given by Actuary J. Me- 
Comb and Medica! Director Dr. S. De- 
Zell Hawley. 

H. Gale Rogers, agency director, was 
toastmaster at the banquet, at which the 
officers for the 1923 club were an- 
nounced and awarded the prizes. R. H. 
Doyle is the new president, P. U. Cook- 
sey being first vice-president. The ban- 
auet program closed with the following 
three minute talks: “The Oil Man’s 
Company,” R. H. Doyle; “The General 
Agent’s Problems,” T. J. Lucado; “City 
Business,” Emil Salomon; “Writing the 
Farmer,” R. C. Perry; “Arkansas,” J. 
O. Butler; “Hunting Prospects vs. 
Ducks,” W. H. Hu!l; “Closing on First 
Interview,” P. B. White; “Endowment 
Insurance,” S. B. Loose, and “How to 
Collect,” P. U. Cooksey. At the clos- 
ing session informal talks were given 
bv Vice-President J. R. Hadley and As- 
sistant Secretary L. E. Mitchell. 


Voting Trusts Knocked Out 


The decision of Judge Meyer last 
week at Des Moines, in which he 
knocked out the so-called voting trust 
agreement of the Burns Brothers and 
J. S. Crawford to gain control of the 
stock of the Southern Surety, was of 
far-reaching importance. It has devel- 
oped that two similar voting trust agree- 
ments had been entered into to secure 
control of two other Des Moines com- 





panies, both in the life insurance field. 

The court held that such an agree- 
ment is an evasion of the statutes con- 
trolling proxy voting. He denied the 
writ of mandamus sought in the South- 
jern Surety case to compel President C. 
|S. Cobb and other officials to issue to 
| them certificates of stock transfer which 
had not been purchased but which could 
be voted at the forthcoming annua! meet- 
ing. Crawford and his associate plain- 
tiffs had obtained from other stockhold- 
ers a trust agreement effective for five 
|years. Judge Meyer found that the 
Iowa statutes provide that a proxy 
privilege shall not be granted more than 
two months prior to the election at 
| which it is to be employed and that 
jit is not effective more than 30 days 
| after such election. 


Dr. J. H. Florence, for several vears 
medical director of the Great Southern 
Life and more recently state health offi- 
cer in Texas, has resigned to devote his 
time to personal business. 
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| MODERN BUSINESS GETTING METHODS | 





Value of Selling Life Insurance to 
Fit Individual Needs of the Prospect 


Told By E. A. 


NE of the cag of the Car- 
O negie and other schools of sales- 

manship has been the estab lish- 
ment of a new principle in selling life 
insurance—to fit needs. Anyone can be 
interested in any subject when he is ap- 
pealed to on the ground of his own need. | 
All of us are more quickly influenced 
by an appeal to our own interests. In 
the past, too, many salesmen have en 
deavored to secure a prospect’s atten- 
tion because of the salesman’s needs. 








E. A. WOODS 


lf the insurance had been presented to 


the prospect on the basis of his own 
needs, he would have acted more 
quickly. 


You know that you have picked out a 
man and thought, © ‘T can soak this fel- 
low for another $5,000,” and you went 
and told him, “Tr want to sell you an- 
other policy.” How would you like to 
have a doctor say, “I would like to sell 
you some medicine”? 

If I told you there was a little baby 
outside that needed something you could 
give it, there is not a man or a woman 
who would not rush out to aid that 
baby. If you go to people and help 
them supply a real need you will be in- 
finitely quicker in getting their atten- 
tion than to unconsciously show the m— 
as we have done over and over again— 
that we were there simply to do some- 
thing for ourselves. 

There is a distinction between needs 
and wants. It is the business of the 
salesman to convert the need into a 
want, and if you will appeal to the man 
eon the basis of his need you will get his 
attention vastly quicker than to te!l him 
that you want to win a prize, need it to 
make up your quota, or something of 
that sort. 


Policies Will Be for 
Larger Amounts 
One of the things that has stood out 

in our discussions on Monday mornings 

at our agency meetings—and our people 
attend or thev resign!—was that when 
you start selling insurance to fit needs 
the amounts you will suggest are going 
to be many more times the amounts you 
have been suggesting. Try it on your- 
self first. I dare any man in this room 
to figure up his real minimum needs 
and tell me that he carries enouch life 
insurance. You will be astonished to | 
find how you will be talking vastly bic- | 
ger sums if you begin with what the | 
man needs. 

How few there are, 








if any, who, were 


| would be absolutely 


Woods of Pittsburgh 


they accustomed to measure the amount 
of insurance to be carried by the amount 
of the need, would not have a much 
greater conception of the need of insur- 
ance and the amount required. Many 
, dissatisfied with the 
meagreness of their insurance, although 
considering themselves heavily insured 
now, if life insurance were presented on 
this basis. 


Insurance Will Be 
More Lasting 


And your sales will be more lasting. 
I don’t know whether you are doing as 
we are trying to do in some cases. We 
are printing little slips and pasting them 
on the policy envelope: “This policy to 
clean up the mortgage.” “This is to 
provide for Mary’s education 


: Edward A. Woods, 


recent years of development. 


a Christmas present,” or 
present to my children.” Under the old 
system of selling haphazard amounts, 
when the man to whom you had sold an 
extra $5,000 is hard up he decides to 
drop it. But the man who was sold in- 
surance to meet a definite need takes out 
his policy and he sees on the label: 
“This policy is tu pay the mortgage on 
the house.” Well, he thinks, he cannot 
afford to drop that; he does want the 
house cleared. “This policy is to pay 
the !ast bills.” No, he cannot take that; 
he does not want his wife distressed by 
trying to meet his bills. And so it is. 
Isn’t that man vastly less likely to drop 
any one of those policies when they are 
associated with a distinct purpose? 


Fundamental for 
Future Sales 
Very few persons are holding suffi- 


“This is | 


Pittsburgh manager for the Equitable of New 
| York and one of the outstanding figures in life insurance, presented an 
| impressive message on the value of selling life insurance to fit needs be- 
fore the meeting of the Cleveland Association of Life Underwriters last 
week. Mr. Woods has made a notable record in the field of production 
and has developed an agency that has few equals in the country. Always 
active in association work and behind educational programs, he has stud- 
ied out the benefits of such efforts and now states that this particular 
feature, the selling to fit needs, is one of the most valuable results of the 


“A birthday | 


cient life insurance to supply even rec- | 


ognized needs. In programing a man’s 
insurance, 
if we suggest too large a program at 
first. Select and suggest a certain need 
as the most important one to be pro- 
vided for at that time, with the 
suggestion that 


we are apt to discourage him | 


further | 
other pressing needs ! 


may be provided for by future insur- 
ance. An insurance representative who 
works along these lines may, in time, 


become his policyholder’s financial ad- 
visor. 
Unfortunately in the past, life insur- 


ance has been associated in the minds 
of many wives and mothers with the | 
unpleasant thoughts of financial strain | 
of making payments, or of sickness and | 
death. Your opportunity is to picture | 
to the wife that this particular policy 
wil! give her a life income, educate her 
child, wipe out the mortgage, etc. That | 
will give her an entirely different view- | 
point on the matter of insurance. 


Gives Agent Confidence 

in Himself 

Many agents, and particularly new 
agents, are sometimes so conscious of 
their own interest in the case, and have 
lacked confidence in themselves, that 
they are not strengthened by the realiza- 
tion of the need of the prospect. The 
attitude of the agent, as that of the 
physician or good lawyer, should be ob- 
jective, not subjective. He should be 


full of the need he is to serve, so that 
he wi!l forget his own interests, unmind- 
ful of the fact that “he who serves oth- 
ers will best serve himself.” 

Then there is one more thing that is 
T think, one of the biggest things of all 
If you sell insurance to fit needs you 
will have to find out what the man’s 
needs are. This forces you to be more 
rrofessional in the matter of presenting 
life insurance, and the relationship that 
you wil! establish between yourselves | 
and your clients will be most gratifving 
to you, if you are really sincere. Then 
this business of simply selling a man a 
policy as a peddler might hand goods 
out of a package is going to disappear 

Every one of the reasons I have given 
why selling life insurance to fit needs is 
a good one. They are reasons that ap- 
peal to common sense. New people are 
coming into the business and watking 
right away from us old life insurance 
men because these new people are sell 
ing in the scientific way. Millions of 
dollars’ worth of insurance is now being 
sold by absolutely new peonle who are 
not handicapped by a knowledge of the 
old ways of selling. 











A SUGGESTED SALES APPROACH 





upp Nts on Handling Hin 
subject of an intormal talk by 
William H. Beers at a recent dinner- 
meeting of the Zonta Club in Rochester, 
N. Y. Mr. Beers is manager of the 
Mutua! Benefit Life in Rochester and 
one of the five men who annually write 
more than $1,000,000 new life insurance 

Mr. Beers discussed the intellectual 


’ was the 


approach of salesmanship and he stated | 


that he felt sure that the salesmanship of 
the future would be based upon careful 
diagnosis. 

He said that a salesman should aver- 


| 





It is by such repeated visits that 
salesmen gain the reputation of being 
bores. If he cannot close the deal in | 
the first or second interview it is useless | 
for a salesman to go back. Mr. Beers 
found that he closed 63 percent of his 
sales in the first interview and 27 per- 
cent in the second. 

Finally, Mr. Reers said that a man 
should use a “Habit” sales talk. He 
should have his interview prepared hbe- 
fore he approaches his man. He must 
th'nk about the man, his interests and 
his affairs. 


ones 


age about 45 minutes to an interview. “The idea of buving because of friend- 
He mav be able to say all that he has to} ship was exploded years ago.” said Mr 
sav in a much shorter time, but it takes| Beers. “If a man does buy for that | 
the average man that long to make up | reason it will be the trivial things, not 
his mind. One interview of 45 minutes | the big deals. Personality should be | 


is better than a half dozen five-minute 


eliminated in salesmanship.” 


‘mediately.’ 


Effective Approach 


Must Be Individual 


A. BROWN, one of the leading 

e agents of the Pacific Mutual Life, 
both in the sale of life policies and in 
the production of commercial accident 
and disease insurance, and who enjoys 
an income well up in five figures, gave 
an interesting talk at a recent meeting 
of the Monday Morning Club of the 


| home office agency of his company, in 


Mr. Brown's subject was 
and | 


Los Angeles. 
“The Art of Approach,’ 
part 

“When you go into a man's office and 
approach him for the purpose of inter 
esting him in life insurance, you cannot 


he said in 





R.A. 


BROWN 


use the words of someone else; you 
must use your own words—be individ 
ual. Our great appeal is to the selfish 
man and you have the arguments in our 
policies to meet that. You can use one 
argument to the unselfish man, that of 


| protecting his family; and to the selfish 


man that of protecting himself first, as 
well as his family. If you go into a 
man’s office with a sincere effort to be 
f service to him—to do him some go 
you can put your proposition over 
here are magazines by the dozen that 
will give you ideas on the proper meth- 
ods of making the approach. With en- 
thusiasm for your work you are going 
to succeed in a great measure eh will 
notice that the man who is enthusiastic 
about his work is very successful. \ 
man who had five hard prospects 
adopted the use of tele pathy in his ef 
forts to close them; that is, repeating 
over and over, mentally, what he 
wanted his prospect to do—something 
like this: ‘I must insure my life im- 
He reiterated this statement 
repeatedly and then interviewed each 
of the five prospects with so much en- 
thusiasm that the application was ob- 
tained in each case. I believe that the 
increased enthusiasm on the part of the 
agent was responsible for his 
State your case plainly, simply 
enthusiasm and in the long run 
win.” 

In response to a request for details 
of his method of securing cash with the 
application, Mr. Brown said: “After I 
secure a man’s signature on the appli 
cation, I state to him that if he will in- 
dicate in the proper space on the blank 
that he has given his check for the 
amount of the premium, I can leave 
with him the receipt which will put the 
policy in force immediately after ap- 
proval of the physical examination and 
before the policy is delivered. Of the 
first 26 cases in which I tried this plan, 


Success 
and with 
you will 


117 gave me a check for full-premiums 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «&.7 bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 














HOME LIFE INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 
wyeat 2h. received during the 95,990,580 
mente to” ’ Policy holders ons 
beneficiaries in Death 
Cairns, Endowments, Dividends, 





ane “added “to the’ Insurance 

Reserve Funds..........sssssee+- 2,120,387 
it. ~ ppnened Income from Invest- 

(9012 638° in excess of the amount 

— to maintain the re- 
Actual mortality capestenes 33.4% 

of the amount expected. 
Insurance in Force. $223,116,087 
Admitted Assets .......+-.++++++-- 43,222,338 


FOR AGENCY APPLY TO 
W. A._R. BRUEHL & SONS 


Guse end Seabee and Nerthern 


Reems 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 

















FEDERAL UNION aie 


Cincinnati, Ohio 

has just issued a very interesting 

booklet 

“Suggestions for Increasing 
Your Income” 

and would be pleased to send a 

copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 














So teimane Saeme ox APPEARS IN 


200° SPECIALISTS GATHER TIE IN. 
TIONAL UNDERWRITER 














PLAN FOR BIG RALLY | WOULD CORRECT ABUS! 


PROVIDENT L. & A. CONVENTION | RULING ON PREMIUM NOTES 





Annual Meeting of Chattanooga Com- 
pany’s Agents Will Be Held at 
Home Office Dec. 28-30 





The annual convention of agents of 
the Provident Life & Accident of Chat- 
tanooga will take place at the home office 
Dec. 28-30. Elaborate plans have been 
made for making this convention the 
best in the history of the company. 
President Maclellan has already named 
the active committees which will have 
charge of the business and pleasure af- 
fairs, and a special committee has been 
named to entertain the large number of 
ladies who will attend. 

Three full days will be taken up in 
business meetings as well as_ special 
pleasure trips, banquets and _ theater 
parties. The convention will end with 
a special banquet served in the “Provi- 
dent” way. 

Secretary Cartinhour, the “Peptonizer” 
of the company, announces that the 
company has reached its goal for the 
year and will have its “One Third More,” 
proving that “It Can Be Done.” These 
two phrases were the slogans of the 
company during the year and Mr. Car- 
tinhour did not permit the agents to for- 
get them at any time. That the agents 
were with the secretary is proven by the 
fact that the company has delivered the 
goods. Mr. Cartinhour announces the 
appointment of several new producers 
who will add materially to the present 
excellent agency force and he states that 
1923 will be another record-breaker. 

Both the accident and health and rail- 
road departments have made excellent 
progress the last quarter of the year, and 
in view of the conditions resulting from 
the strike, the managers of both of those 
departments are to be complimented. 

Final plans for the building of the 
new home office building will no doubt 
be announced at the convention. These 
have been temporarily delayed in order 
to permit the directors to make a selec- 
tion as to plans and style of building, 
which will no doubt be of excellent 
character. 


-_——_—_—__ 


Unusual Case in Virginia 


Payment in renewal of two policies 
carried in a Virginia life company by 
Francis C. I. Tyndall, former insurance 
manager for Pollard & Bagby, Rich- 
mond, who shot himse!f through the 
head Oct. 4 last in an effort to commit 
suicide and is now under treatment at 
the Eastern State Hospital at Williams- 
burg, Va., with his mind practically a 
total blank, was tendered when the first- 
year period of the policies ran out Nov. 
25, 1922, it is learned, and was accepted 
by the company. Had Mr. Tyndall 
died as a result of the self-inflicted 
wound pricr to the date of the expira- 
tion of the policy, the one-year suicide 
clause in both policies would have 
barred collection of the insurance. Now 
that he has lived beyond that date and 
the second-year premium payments 
have been accepted, thus continuing the 
policies in force, the company, it is 
stated, will regard itself as liable for the 
full amounts of both policies should the 
wound prove fatal later. As to disabil- 
ity phases of the case, the company, it 
is understood, is not prepared to commit 
itself at present, although it inclines to 
the belief that a clause in the policies 
exempts it from liability. Only when 
disability results from circumstances 
beyond the control of the insured does 
the company assume liability. 





Utah Commissioner Announces Attitude 
of His Department in Regard 
to Practice 


SALT LAKE CITY, UTAH, Dec. 5. 
—Commissioner Walker has issued a 
ruling designed to protect the public and 
underwriters alike in cases when an 
agent receives a note for the first pre- 
mium. Mr, Walker says in the past 
some agents of the life companies have 
been in the habit of discounting notes 
received in this way, and all too fre- 
quently it has happened that financial 
difficulties at the time the policy was 
due for delivery caused the agent to 
return it to the company instead of its 
rightful owner. ‘This has led to em- 
barassment and trouble for all con- 
cerned. The ruling is as follows: 

Where cash settlement is received with 
application for a life insurance policy, 
the agent receiving same must remit 
gross premium to either general agent 
or home office of the company, 

If settlement is made with note, agent 
must forward note to general agent or 
home office of company to be retained 
until policy is issued by company. 

Where application is rejected by com- 
pany, settlement received (cash or note) 
is to be forwarded to applicant with 
notification of rejection. 

Where notes are taken by an agent for 
premium on a policy, the note shall bear 
a rate of interest of not less than 6 per 
cent. 

A violation of these rules on the part 
of an agent will be considered sufficient 
reason for the cancellation of his license. 


Giving Yeoman Service 

The Life Underwriters’ Division of 
the Aurora Chamber of Commerce is 
continuing its publicity work, placing 
life insurance on the map in that Illinois 
city. Last week Luther E. Allen, dis- 
trict manager of the Northwestern Mu- 
tual, C. C. Wroughton, manager of the 
New York Life, and Frank H. Thelen, 
manager of the Equitable Life, spoke 
before the students of the East Aurora 
High School, outlining the purpose, 
benefits and practices of life insurance. 
The history and general benefits accru- 
ing to the public were stressed at this 
meeting, later lectures to be given on 
some of the mysteries of insurance, such 
as the “Mortality Table.” This division 
of the Aurora Chamber of Commerce 
has developed a strong working pro- 
gram and is constantly on the job. It 
has received a number of inquiries from 
life underwriters associations through- 
out the country, such inquiries being an- 
swered with an outline of the workin: 
program now being undertaken. This 
insurance division is combining a pro- 
gram of education, inv estigation and de 
velopment of the profession. The edu- 
cation is carried on through advertising 
newspaper stories, and lectures in clubs 
civic bodies, schools and welfare associ- 
ations. Investigations are made as t 
fake companies and irresponsible age” 
thus protecting all local agents. Mat- 
ters of conservation, agents’ ethics 
value to community and fraternity are 
cared for in order that the life insurance 
business may be developed as a profes- 
sion and established in the community. 

Mrs. Annabelle McIntyre Babcock, wife 
of George H, Babcock, special represen- 
tative of the Mutual Life of New York 
in Denver. Colo., died of smallpox last 
week following a brief illness. The 
Babcocks were both prominent in Den- 
ver, Mrs. Babcock being a well known 
singer and Mr. Babcock prominent in the 
insurance business, 








10 So. LaSalle St. 





CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing 
the policyholders Satisfied, and at practically no expense to the Companies. 

Our cover eigh years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


the income, preventing lapses, and keeping 





Chicago, Illinois 
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E| OF FERS GOOD TRAINING 


HAS A HOME OFFICE COURSE 


Union Central Life Has Prepared a 
Program of Instruction for Its 
Head Office Force 


The Union Central Life has started a 
course in life insurance for home office 
employes and has outlined an especially 
interesting program for the sessions, 
which will continue until April 26. One 
feature about the course which differs 
from plans generally in use is that it is 
given after office hours and therefore 
no time is lost by the Pong ype The 
first meeting was held Nov. 16, with 180 
members enrolled, the two topics for 
that session being “History, Nature and 
Need of Life Insurance.” and “The 
Economic and Insurable Value of 
Human Life,” the latter subject being 
discussed by Charles Hommeyer, super- 
intendent of agencies. At last week’s 
session the topic was mortality tables, 
with J. R. L. Carrington, assistant 
actuary, in charge. 

The subjects for the sessions which 
compose the remainder of the course 
include the discussion of Premiums, 
Policy Values, Policy Forms, Dividends, 
Applications for Life Insurance, The 
Medical Examination, Issuing Policies, 
Policy Claims, Beneficiaries and Settle- 
ment Options, The Life Insurance Com- 
pany, Legal Phases of Life Insurance, 
The Policyholder, Investments (three 
sessions being devoted to this topic), 
The Annual Statement, Field Organiza- 
tions, and Our Business. All of them 
are in charge of home office officials 


—— 


Tax Question to Courts 





The Lancaster county, Neb., commis- 
sioners have rescinded their action in 
reducing the assessment of the Bankers 
Life $275,000 last August, and invited 
the company to begin suit. The board 
has notified the company that it feels an 
injustice was done it when the county 
assessor arbitrarily added that sum to 
its tax returns, but that so much criti- 
cism has come from certain public 
sources on the ground that it is a re- 
mission of taxes, that it prefers to have 
the courts settle the legal question in- 
volved. Its action was taken on the rec- 
ommendation of the county attorney. 

The reduction had been made on the 
demand of the company’s attorneys, 
who said that $275,000 had been added 
without any justification, and that it re- 
sulted in the company not only being 
assessed upon its capital stock but also 
on the reali estate in which that much of 
its capital was invested, the home office 
building. The company later secured a 
court order forbidding the change to be 
made in the books until the court can 
pass upon the matters in controversy. 
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Detroit Life—The company reports new 
business written in November at $2,000,- 
000. This compares with $904,000 in 
November, 1921: an increase of $1,096,000 


or 121 percent. 

This brings the total of new business 
written by the Detroit Life for the 11 
months of 1922 up to $15,000,000. This 
compares with $9,972,000 of new business 
written the first 11 months of 1921; an 
increase of $5,028,006, or better than 50 
percent 

~*~ 

Great Republie Life—Splendid results 

were obtained from the special efforts 


in the production of business made 
during November, “Savage Month,” in 
honor of W. H. Savage, vice-president 
and agency director The volume, as 
compared with the same period of last 
year, shows a gain of over 100 percent, 





and compared with October the increase 
was Over 40 percent. 
M. J. Cleary. vice-president of the 


Northwestern Mutual Life, has been 


elected director of the Wisconsin Anti- 
Tuberculosis Association. 
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Agents Wanted 


For local territory in Illinois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in Illinois. 





Liberty National Life 
INSURANCE CO. 
CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 











HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 
































ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of | 200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National GQnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 
202 So. State St. Chicago, III. 














Recently 
THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 


If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 





THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 
of insurance in force. 


Write to the Home Office 
Sprin¢field, Ill. 




















EQUITABLE 


SOME EQUITABLE FACTS 





The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million thrifty, 
far-sighted persons banded together for mutual protection, whose combined insurance 
aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves guarantee 
its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total Payments to 
Policyhelders and beneficiaries since organization total $1,458,653,991. 


In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) were paid 
within one day after receipt of due proof of death. 
Its Mortality Rate for the year 1921 was the lowest in the history of the Society. 
Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has set aside 
$26,148,772 to pay the Refunds due in 1922. 
It was the first company to make policies incontestable after one year. 
It was the first company to demonstrate that a policy could be paid as promptly as a 
bank draft. 
It was the first company to insure large numbers of employes in a body on the Group 
Insurance plan, with scientific medical inspection substituted for personal medical 
examination. 
It has devised the Home Purchase Plan of insurance whereby a man of moderate 
means can own his own home and pay for it conveniently whether he lives or dies. 
It has developed a programme for the education and training of its agents in the prin- 
ciples of life insurance and in modern salesmanship. 
It maintains at its Home Office an Inheritance Tax and Business Insurance Bureau 
for the benefit of the insuring public. 
a are liberal, clear and comprehensive, readily adaptable to the diversified 
B n of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


120 Broadway, New York 
W. A. DAY, President 
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